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Multiple-cylinder Performance ° 
with Chevrolet Economy 


With the Smoothest Chevrolet in Chevrolet History now offer- 
ing exactly the same slow-speed smoothness, velvety acceleration 
and smooth high-speed performance that identify multiple cylin- 
der cars, Chevrolet dealers are assured of continued sales leader- 
ship in the world’s largest motor car market. 


No other group of automotive retailers, handling a car of com- 
parable price, can supply as impressive a combination of quality 
features, modern construction and beauty of appearance as do 
those dealers who sell Chevrolet. No other group of motor car 
merchants can offer a low-priced car that so completely meets 
present day demands for powerful, smooth performance! 


That’s why Chevrolet popularity is mounting to new record- 
breaking heights the world over. That’s why Chevrolet, in public 


preference and sales, ranks as the world’s largest selling gear-shift 
automobile. 


This sensational public acceptance of the multiple-cylinder per- 
formance, amazing economy and dollar-for-dollar value of the 
Smoothest Chevrolet also accounts for the tremendous volume 


of business and rising profits on invested capital that is being 
realized by Chevrolet dealers everywhere! 


CHEVROLET MOTOR COMPANY, DETROIT, MICH. 


Division of General Motors Corporation 
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How Hellman Bank Saves £550 Yearly 
in the Cost 
of Opening 
New Accounts 


When A Depositor Presents 


—himself at the New Account window 
of the Hellman Bank, Los Angeles, to open 
an account, he writes his name and 
address on a Deposit Slip. This slip 
is handed to a girl who quickly em- 
bosses new depositor’s name, address 


a | and account number, in typewriter 
style type, on an Addressograph 
address plate. 


Prints 7 Forms 100% Accurately 


J[MMEDIATELY the girl slips the 
plate in a small RIBBON PRINT 
Addressograph and speedily prints this 
data on: 1, Deposit Slip; 2, Passbook; 
3, Ledger Page; 4, Statement; 5, File 
Card; 6, Statement Receipt Card; 7, 
Envelope for ‘‘Thank You Letter.”’ 


‘‘Pays For Itself Every Year’’ 


"THE Addressograph saves us $550 a 
year at the New Account Window 
alone. Its savings in the other de- 
partments and branches are im- 
measurable. Our equipment pays 

for itself every year.”’ 
—Mr. D. R. Branham, Cashier. 


Banks Try It FREE— 
Mail 


Coupon 


Today 


| Prints Thru a Ribbon! 
It: 


Heads and Dates Statements 
Increases Deposits 
Stops Addressing Errors 
Cuts Record Costs 

No Dividend Delays 
Speeds Collections 


Writes Pay Forms 


orn WN 


y MAIL 
7” WITH YOUR 
7 LETTERHEAD 


7 To Addressograph Co. 
7%” 908 W. Van Buren Street, Chicago 


Send FREE—Hellman 

BankExperience Bulletin 
describes their system 
Canadian Main Office: 7. in detail. 


60 Front St. W., Toronto, 2 “fu Send Latest Colored Catalog 
and Price List 


| FREE Trial Convinces—> 


In writing to advertisers please mention The Burroughs Clearing House 


Addresses Every Form 


908 W. Van Buren Street 
CHICAGO, U. S. A. 
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A BACKLOG FOR THE FUTURE 


Iw the first quarter of 1926, General 
Motors’ overseas business included 
31,936 cars and trucks sold to for- 
eign dealers—approximately 12% 
of its total sales for that period. 

This figure was more than twice 
the number sold during the same 
period of 1925—and 46% more 
than the total export sales for the 
entire year of 1922. 

Of the 29 major manufacturing 
operations of General Motors, 8 
are located in strategic foreign cen- 


ters—and so conducted as not only 
to effect a more economical dis- 


tribution of General Motors prod- 


ucts but also to become part and 
parcel of the business structure of 
the countries which they serve. 


Thus General Motors is not 
entirely dependent upon domestic 
business for stability and growth. 
Its market is the world and by its 
policy and methods of overseas ex- 
pansion General Motors is building 
a substantial backlog for the future. 


PRODUCTS OF 


GENERAL MOTORS 


CHEVROLET + PONTIAC 


OLDSMOBILE OAKLAND 


BUICK CADILLAC GMC TRUCKS 


FRIGIDAIRE —- The Electric Refrigerator 
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The ‘Editor's Indorsement 


Be api who appreciate the difficulties of 
obtaining reliable combined figures of 
all the state banking institutions would do 
well td urge publication for general distri- 
bution of the annual report of R. N. Sims, 
secretary-treasurer of the National Associ- 
ation of Supervisors of State Banks, read 
to the convention of the association in 
Columbus, Ohio, July 19, 1926. It is a 
most interesting comparison of the state 
and national banks. ‘“‘Both classes of 
banks,” said Mr. Sims, “‘perform equally 
useful and necessary functions and I do 
not make comparisons for the purpose of 
disparagement, but to emphasize — the 
colossal size of the two great banking 
systems and to direct attention to the 
importance and need of both in the develop- 
ment and handling of our country’s busi- 
ness. The figures given are very gratifying 
and reflect, as a whole, a healthy condition 
of the banking institutions of our 
country.” 

The statement shows in detail by states 
the capital, surplus and undivided profits, 
loans and discounts, stocks, bonds and 
securities and total resources of all state 
banking institutions of the continental 
United States, together with the totals of 
all these items of the national banks, as of 
April 12, 1926. 

There was a total of 28,289 banks, of 
which 20,289 were state banks and 8,000 
national banks, and in round numbers a 
total capital surplus and undivided profits 
of $7,398,018,903, total deposits of 
$54,291,833,973 and total resources of 
$63,999,452,890. Total deposits of all 
banks were $3,794,525,031 above the 
previous high record of April 6, 1925, and 
total resources $3,487,607,427 above the 
resources of that date. 

On April 12, 1926, in round numbers the 
capital, surplus and undivided profits of 
the state banks were $4,288,361,903, and 
of the national banks $3,109,657,000. 
showing the capital resources of the state 
banks to be 37 per cent in excess of the 
national banks. The deposits of the state 
banksS were $34,116,035,973 and of the 
national banks $20,175,798,000. showing 
the deposits of the state banks 69 per cent 
in excess of the national banks. The total 
resources of the state banks were 
$39,105,787,890, and of the national banks 
$24,893,665,000, showing the resources of 
the state banks 57 per cent in excess of the 
national banks. 

Between April 6, 1925, and April 12 1926, 
deposits of the state banks increased 
$3,001,674,031, and deposits of the national 
banks increased $792,851,000. During the 
same period total resources of the state 
banks increased $2,426,405,427, and total 
resources of the national banks increased 
$1,061,202,000. 

Since June 30, 1919, which was the date 
of the secretary’s first complete statement, 
capital, surplus and undivided profits of the 
state banks have increased $1,388,699,225 
and the national banks $746,179,000. The 
deposits of state banks have increased 
$12,483,213,961 and the national banks 
$4,250,933,000. Resources of state banks 
increased $13,140,112,054 and the national 
banks $4,094,115,000. The decrease in the 
number of state banks totals 739. The 
increase in the number of national banks 
totals 215. 

This makes a total increase in all banks 
of the United States since June 30, 1919, 
as follows: 


Capital, Surplus and Undivided 


Profits hes $ 2,134,878,225 or 40% 
Deposits......... 16,734,146,961 or 44% 
Resources........ 17,234,237,054 or 36% 
Number of Banks 
(decrease)...... 524 
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= Savings Bank Division of the Ameri- 
can Bankers Association deserves a 
unanimous vote of thanks from the 
banking profession for the thoroughness 
and impartiality of its recently published 
Survey of the Building and Loan Associa- 
tions, data as on 1924. Among other frank 
conclusions which the compilers draw from 
the survey, the following are worthy of 
special comment: 

**A bank may not be permitted by law, 
or may not consider tt good banking 
practice, to loan 75 or 80 per cent of the 
appraised value on property. Under these 
circumstances, there can be no equality in 
competition between the banks and the 
association (Building and Loan), if it is 
absolutely necessary to borrow that much 
and that amount can be obtained from the 
Building and Loan Association. 

“On the other hand, a well amortized 
real estate loan for 60, 65 or 70 per cent of 
the appraised value would ordinarily 
satisfy the borrower and we believe that 
this program would as easily fit into a 
community, if the prospective home owner 
begins early in accumulating his savings 
for the ultimate purpose of building a home. 


We believe that the banks generally can 
make such loans at less cost to the borrower 
than that charged by the associations, and, 
therefore, it would be to the advantage of 
the borrower to use the bank for the early 
pease of his thrift, in order to build his 

ome at less expense. * * * * * 

**As a closing question to the bank official, 
we ask, do you realize that the savings 
business is safe, community-building and 
profitable, if it is conducted in such a way 
as to render the necessary service demanded 
by your public, and that you in turn, in 
rendering the necessary service to the 
public, are seeking the expansion of your 
business without changing one single law 
or statute? Fundamentally, many of the 
laws make for inequalities in the savings 
business, but, primarily, have you, or have 
you not, neglected the growing field which, 
if not cultivated by you, seems willing to be 
served by the Building and Loan Associa- 
tions.” 


HE new home of the Pioneer Trust 

and Savings Bank, Chicago, IIL, subject 
of our cover this month, is the design of 
K. M. Vitzthum & Company, Chicago. 
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Are your security holdings 
organized into an investment 
structure fitting the requirements 
of your bank? 


ANY a bank’s bond holdings are thor- 
oughly sound so far as the security values 
are concerned and yet, an analysis made 
with regard to the bank’s requirements, 

might show a lack of thorough diversification, of the 
right proportion of marketability, or of well distrib- 
uted maturities. Often the taxable status may be 
improved. 


Another factor is the average yield, which is an 


especially important consideration in view of the in- 
creasing cost of bank operation. Very often there is 
opportunity to improve the yield of a bank’s bond 
investments without weakening the security. 


The more a bond house knows about a bank’s 
bond holdings, the character of the business, local 
conditions, and the like, the more helpful it can be. 
Without such knowledge it cannot give maximum 
service. 

Our aim is to make it definitely advantageous for 
a bank to become a client of our house, rather than 
a casual purchaser of its offerings. That establishes a 
relationship of reciprocal, lasting benefit. You are in- 
vited to make a concrete test of our service in con- 
nection with any bond investment problem, without 
obligation. Our representative will call if you wish, 
or we will serve you capably through correspondence. 


HALSEY, STUART & CO. 


INCORPORATED 


end for this 
Bond Analysis Chart 


ANKS have a very obvious 

need for some method of 
analysis which will outline the 
structure of their bond holdings 
—show how well they are bal-. 
anced as to diversification, ma- 
turities, etc. 

We have prepared a chart 
based on the method we follow 
in making a complete analysis of 
bond holdings—which we do 
periodically for many banks and 
institutions. 

We shall be glad to send a 
copy of this chart to any bank 
upon request, and without 
obligation. 


Write to our nearest office 


Ask for Analysis Chart BC-96 


CHICAGO NEW YORK 


PHILADELPHIA DETROIT CLEVELAND 
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What Good Roads Are Doing for Business and Banking in 


Sections of Missouri Hitherto Inaccessible 


mating an average state in size, 
that is to say, with some 60,000 
square miles and a population of about 


(>< first, a region approxi- 


2,000,000, of mountainous topography | 


but largely arable, where, since the 
days of settlement sixty to seventy 
years ago, there have been isolation 
and seclusion not equaled anywhere 
else in the United States over a like 
area. The Ozark country, roughly, is 
comprised of that portion of Missouri 
south of the Missouri River and the 
northwestern half of Arkansas after 
dividing the latter state into two equal 
triangles. It has had fewer banks and 
of smaller capitalization per 1,000 
population than any other like portion 
of the country. It has been said of it 
that the people used railroad ties and 
side-meat for currency and axe handles 
for change. A circulating medium of 
that sort is not conducive to bank 
deposits. 

Look at a map and find Texas 
County, Missouri. It is typical. The 
railroad touches the county at the 
southwestern corner only; the county 
seat is not served by rails; and there 


ughs 


Clearing House 


and Arkansas 


By ARTHUR F. McCARTY 


are fifty “inland” postoffices shown 
within the borders of the county! Look 
at other counties in both states; some 
have more railroad mileage, some have 
none at all; but all over the map of 
the Ozark region there is the same 
multiplicity of little dots representing 
postoffices. At frequent intervals we 
find two or three of them within the 
six-mile square comprising a govern- 
ment township. Twenty-six county 
capitals are without rail facilities. 
Every dot represents, also, a little 
country store. As the years pass, some 
postoffices are discontinued, but the 
stores remain, though the revolution 
now occurring is sure to wipe hundreds 
of them from the face of country com- 
merce. In a section so thickly settled 
as to require so many stores, one 
might think it strange that so few 
banks are needed—until he under- 
stands how business has been con- 
ducted there. Leaving the new roads 
out of the picture for the present, one 
can hire a livery team and buggy, drive 
all day “up in the hills,” and every few 


A hydro-electric plant near Forsythe, Missouri, on White River—50,000 available horsepower 


miles he will encounter one of these 
little country stores. Until very re- 
cently, and still in most cases, the horse- 
drawn conveyance was or is the only 
possible means of reaching these places. 
Three or four miles of such rocky, hilly 
roads’as have prevailed there was quite 
enough for most people, whether walk- 
ing or traveling by wagon, and the 
frequent store was the answer. 

But this does not mean that there 
was a corresponding amount of buying. 
The people who settled the Ozark 
country were and still are a self- 
sufficient lot who require less of the 
product of the factory than others more 
accustomed to buying and selling for 
cash. Many families there have and 
spend but twenty to fifty dollars in a 
year’s time for all their purchases. 
How, then, does the little store survive? 

There are several factors, but all 
fairly simple, in the problem of operat- 
ing such a store twenty-five miles 
away from railway facilities by a road 
on which half a ton is a load and the 
distance a day’s journey.. The store 
building stands on a corner of the 
merchant’s land; it was built of rough 
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“native” lumber at a 
cost of $500 to $1,000, 
and is purely utilitarian; 
and the investment is so 
small in land and build- 
ings that it need not be 
taken into account. His 
fuel grows on the hillside 
and the water comes 
from a spring; he re- 
quires no clerks and 
wears the roughest of 
clothing himself; his 
transportation of goods 
in and produce out is 
effected by means of a 
team owned and cared 
for by the merchant. 
and he grows the feed on his own 
gravelly acres. There are days when 
no customer enters and he is free to 
plow or hoe. And when customers do 
arrive, they come with eggs, chickens, 
side-meat, berries, hand-woven baskets 
and the like, and these, to a larger 
degree than you are ready to believe, 
constitute the circulating medium —or 
did until the beginning of the great 
changes to be recorded herein. 

Even in important towns on the 
railroad, insignificant banking accom- 
modations were quite adequate. There 
are several counties with but one or 
two banks.. Manifestly, where trade 
and barter prevail to such an extent, 
neither merchant nor customer requires 
a very large. bank in which to deposit 
his money. This is the picture of the 
Ozark region generally, aside from such 
centers as Springfield, Joplin, Fort 
Smith and a few others, as it has 
always been until very recently. 

A two weeks’ journey by automobile 
covering 2,000 miles back and forth 
and roundabout, from which the writer 
has just returned, left him with several 
definite impressions respecting the 
Ozark country. Some of these im- 
pressions were gathered by the eye as 
the car sped along one of the truly 
magnificent highways, contrasting 
appearances with those that greeted 


Bridges are scarce in Arkansas; they ferry 


the same traveller when he was there 
ten or fifteen years ago; others were 
the results of conversations with 
bankers, merchants, farmers, garage 
mechanics and “‘hillbillies’’; all are 
vivid and all spell change. The Ozark 
region is a place of marvelous versa- 
tility of products, but it has been 
neglected by the capitalist because of 
the inaccessibility of most of it. That 
inaccessibility is now being removed 
at a rate that staggers the imagination 
as one tries to sense the reactions of 
outside world and inside populace. 


THE greater portion of the whole 

area has been beyond the reach of 
either business or pleasure. True, one 
could go to a town by train, hire a 
“rig” and penetrate the fastnesses of 
the hills —not a wilderness, either, but 
a place full of people and farms —but 
such a trip entailed hardships. The 
same conditions that kept the world 
out kept the people in. It is no 
exaggeration to say that unless they 
have changed recently there are 
thousands who have never been farther 
than ten miles from the log cabin 
where they were born. What happens 
to such a region when, in the space of 
two or three years, thousands of miles 
of great highways are built, with curves 
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and grades engineered 
like those of a railroad, 
letting the world in and 
the people out—the 
people who live there? 

Some of the things 
that happen, one can see 
and understand as he 
traverses the Ozarks 
today ;others, being those 
of viewpoint or outlook, 
he can but guess at. 

Look at the map of 
Texas County, Mo., | 
again. Missouri State 
Highway No. 7 enters 
the county at Cabool, 
runs northward to 
Houston, the county seat, on to Lick- 
ing and Rolla. No. 7 is wide enough 
for four or five automobiles to travel 
abreast and as smooth as a whisper, 
its graveled surface teasing the speed- 
ometer up and up and up. Two years 
ago it wasn’t there, and Houston and 
Licking were of the lost places of this 
earth; now it is there, and the world 
is whizzing through. As the car 
traverses the region, one observes a 
little log cabin, old and gray; in 
the old days it was not on any road, 
but set far back in the recesses of 
the hills; it is occupied by an old 
couple with grown sons and daughters. 
What do they think of it all and what 
will be the consequence to them and 
theirs of all this newday hurry?- 

This picture repeats itself over and | 
over and over as you travel today by 
car through the Ozarks: Little old 
cabin, hill folks living in it, scant of 
learning, unsophisticated, honest, 
kindly, but very poor. Never before 
was there any use of raising stuff to 
sell, for markets were too far away, 
and they ground their own corn meal, 
made their own brooms, grew their 
own tobacco and “sweetening,” and 
cured their own meat. Now they can 
sell every little bit they raise and get 
the cash. It is all very sudden and 
bewildering. | 
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This economic revolu- 
tion is taking place at 
this minute all over the 
region. Nowhere else 
in the country, except 
possibly in the Oklahoma 
after the famous 
“run,” has there been 
such universal change in 
everything—habits, 
business, society and 
morals—as now seems 
going on in the Ozarks. 
Nowhere else at all has 
there been a like spec- 
tacle of an old-settled 
areaofsuch size suddenly 
being revealed to the 
world while the world is being revealed 
to the populace. 


EW roads and new dollars! What 


do they mean to the banking 


fraternity? Take the typical case of a 
banker of my acquaintance who is 
operating the only bank in his county. 
He resides in the county seat, but in 
the old days that meant nothing at all 
so far as outside travel was concerned. 
His clientele has always been largely 
of the class that farmed these hills — 
which is to say, people who had so 
little money that but few of them were 
depositors at all. The news is received 
that a contract has been let for the 
construction .of a new highway con- 
necting the town with the centers of 
wealth and culture in that part of the 
state, and, after some months, the 
road is thrown open to automobile 
traffic. For the first time in the life- 
time of the banker or the history of the 
town, a trip to the railroad and back 
can be accomplished in less than two 
days—actually in a couple of hours 
as the Ford flies. All freighting was 
slow and tedious and jolting. Mer- 
chandise of some kinds could hardly 
be transported at all. Now it is easy 
and swift by truck. The same con- 
ditions applied to getting products out 
—next to impossible before, simple 


and easy now. You can’t make folks 
over in a day, of course, but the 
younger generation in every family is 
soon pointing out the need for a car 
in which to get about and haul garden 
truck. Soon there is a filling station, 
a garage and a dealer in light auto- 
mobiles, and new settlers begin to 
arrive, attracted by climate and tran- 
quil living. From somewhere there is 
an influx of money in small amounts, 
coming, probably, from the sale by 
this one of a few railroad ties or by 
that one of a load of shotes, and 
like products. The populace discovers 
that over the hills is a market for most 
anything. There is a trickle of new 
depositors, new faces, at the bank 
windows, folks with fifty, a hundred, 
two hundred dollars, who have learned 
enough about banks to feel safe with 
them. 

Remembering that the country is 
admirably adapted to dairying, blue 
grass growing naturally everywhere, 
will help you understand the situation 
my banker friend is now in. Also, 
that this gravelly hill land grows the 
finest tomatoes to be seen, that it is 
the natural habitat of any tree or bush 
fruit, that hogs mature on acorns, 
that chickens and turkeys get fat on 
the insects and plants put there by 
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nature, that there are 
minerals of several kinds 
almost anywhere, and 
timber every where — 
keep these facts in view 
and the sources of the 
new dollars are apparent. 
You will sense what 
happens to a bank when 
such a fertile region is 
suddenly hooked up with 
commerce and industry 
by the most modern and 
convenient of all trans- 
portation methods. 

Elsewhere the auto- 
mobile has been the 
familiar method of haul- 
ing folks and freight for years, and the 
ensuing alterations in business method 
and social life have come so gradually as 
scarcely to be perceived. In the Ozarks 
the motor car could not traverse the 
former trails and was not a factor 
until within the last two years, so 
that the transformation comes with 
the suddenness that bewilders. 


HIS article is not meant to be a 

promoter’s prospectus; I have no 
interests in the Ozark country. But 
it is hard to restrain description within 
limits of moderation since my trip. 
I became thoroughly “sold” on the 
Ozark region as a beautiful country of 
boundless opportunity that has scarcely 
been scratched and has suddenly be- 
come get-at-able. 

There are thorns among the roses, 
and the roses are so red that the thorns 
are hard to see. Typical of this is the 
region where the Elberta peach is 
grown so extensively, and where the 
country is comparatively ‘‘open,”’ lying 
in Oregon and Howell counties in 
southern Missouri. Here, the one-crop 
idea got hold of the people and the 
result was the same as it is everywhere, 
whether the crop be peaches, cotton 
or wheat. The years of failure inevit- 
ably rolled around and there was no 
income at all. The bankers had hard 

(Continued on page 50) 
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The Diplomat 
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by Fred Copeland 


N a Wednesday afternoon in 
early August the natives of 


Ferndale Village were tossed a 
morsel in the local weekly Hawk Eye 
which read as follows: 

Many customers running checking 
accounts in the Ferndale National 
received in their last monthly state- 
ments a notice from the bank to the 
effect that a “service charge’’ of 50 cts. 
per month is to be imposed on all 
accounts which fall short of a $100 
balance. Considerable spleen has been 
spilt and word has been passed around 
for a meeting on Friday evening of 
next week at the old Firemen’s Hall 
over the village jail. It is rumored a 
committee will be named to call on 
some neighboring bank with the idea 
of opening a branch here in the village. 

‘“*The jail will make a neat place for 
*em—I couldn’t a’thought of a suit- 
abler place, myself—they ought to 
keep ’em there once they get ’em in, 
darned if they hadn’t.” Director 
Clutchbill of the Ferndale National 
Bank lowered his paper and glared at 
the empty back porch. “The rumpus 
is on,” he stated in a sugary voice like 
a school girl translating her first 
French, ‘‘and I shall have to get my 
lawn party started for that same night.” 

Mr. Clutchbill shuffled directly to 
the kitchen door, let himself in and 
found his way to his secretary in the 
south living room. He let down the 
great wooden lid on a _half-opened 
drawer and pulled up a chair. When 
the sound of his pen stopped sputtering 
on the writing tablet paper, he had 
three letters of invitation completed 
exactly alike save that they were 
addressed to three different bank 
presidents, one north of Ferndale 
Village, one south and one west; 
a merciful wall of mountains rid the 
east point of compass from competition 
in the local banking field. 

The letters of invitation were com- 
pelling. 


“Dear Brother: 


Can’t you drop in on me about seven- 
thirty next Friday night? I have dis- 
covered in a po on my brook, which is 
posted, 3 of the handsomest old-fashioned 
speckled trout I ever seen. I figure the 
heaftiest one will weigh down 316 pounds 
and the littlest one ought to fetch 1%. 

I have trained them to take a certain 
bait which I have captured and which can 


GN 


be used only after dark. Bring your best 
fish pole but no bait; that is, no hook bait. 


LuTHER N. CLUTCHBILL 


With the three letters of invitation 
sticking out of his outside breast 
pocket Mr. Clutchbill started for the 
post office. But had any-one followed 
him they would have learned much 
upon putting their ear to the ground 
for the old director made three stops 
of ten minutes each. And although 
the stops seemed casual enough to any 
onlooking natives, they were in their 
way works of mountain art. At 
Oliver Bero’s place Director Clutch- 
bill came up on the porch with a five 
dollar bill visibly and lightly held in 
one hand. When he left, the bill 
remained and there had been soft talk 
and head nodding. It was the same at 
Hen Magoon’s and at Steve Cleve- 
land’s. 

After these calls, innocent on their 
face, deadly under the skin, Mr. 
Clutchbill lapped his eye tooth con- 
tentedly. He pushed on down the 
village street, mailed the letters and 
dropped in at the Ferndale National 
to see if any visible effect had been 
made on Cashier John Atwood in the 
matter of the new policy of making a 
service charge on the peewee accounts, 
as Mr. Clutchbill called them. 

“Be we still solvent, John?’ he 
wanted to know as he came shoving 
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his old feet brightly forward. Cashier 
John Atwood lifted a face with three 
deep wrinkles running north from the 
bridge of his nose. 

“It’s been a terrible day! 
I’ve explained about this service 
charge. We're going to get a lot of 
trouble out of this. Already they are 
talking about a new bank. Did you see 
the paper?...they’re going to have 


All day 


a meeting at the Firemen’s Hall . 


next week Friday.” 

“Yes I seen it.” Mr. Clutchbill 
raised his eyebrows as he looked at 
John. “And if nothing is done, they’ll 
get a new bank.” 

“You mean it?” John leaned for- 


._ ward and became motionless. 


Mr. Clutchbill wagged his head with 
uncertainty. “I’ve set out a few traps, 
such as they be. And I’ve baited ’em 
handsome and invited:some mighty 
nice foxes to try their luck.” 

John smiled and leaned further for- 
ward. 


DIRECTOR Clutchbill would go no 

further. ‘‘I wouldn’t darst let my 
own ears hear what I ain’t goin’ to say 
about it. It'll be revealed in the future. 
Considerable harm may result and I 
don’t want you drawn in. Friday 
night next week is likely to be re- 
membered for a spell here in Ferndale 
Village. Folks that are keen for 
gossip are goin’ to get a chance to 
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CLEARING HOUSE 


burn gas on that night unless I’m 
greatly misinformed.” 

“If it stops a new bank being or- 
ganized, it will be fine.’’ nodded John. 

“They don’t want a new bank. 
What they are trying to do is to get 
some nearby bank to open up a room 
for business here in the village. That’s 
worse.” 

“Could they do it?” There was a 
note of alarm in John’s voice. 

“It’s been done in other towns. 
Friday will tell. But unless you want 
to have a bad blushing fit, you want 
to stay away from that meetin’ — 
I’m tellin’ you now.” 

Friday of the next week at about 
7:30 in the evening three cars drove up 
to the curb in front of the bank. The 
men who got out of the cars looked at 
each other in open surprise. Appar- 
ently each had expected to be quite 
alone on Mr. Clutchbill’s fishing trip. 


There was a slight rasping noise at the 
open window where Oliver Bero had sat 
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“You needn’t have hurried a mite, 
boys,” broke out Director Clutchbill 
coming over to greet his guests. ‘“‘We 
can’t flap a wing till it gets pitch dark. 
All of them trout are trained for night 
work. 

“We'll have to wait a half an hour, 
anyway,’ went on Mr. Clutchbill 
as he shook hands all around. ‘‘While 
we're waitin,’ come 
on over to the Fire- 
men’s Hall and rest 
up a bit and get 
your nerves cooled 
down. You know 
you’ve got to snatch 
just right on a three- 
pound trout — you 
can’t just prick 
him.” 

The four men 
walked to the Fire- 
men’s Hall and took 


Nine 
seats in the rear of the well-filled and 
dimly lighted room. A chairman had 
just made an introductory talk. 

“And now,” shouted the chairman, 
“it will be in order for someone to rise 
and suggest some names to form a 
committee to wait on some bank near 
us to see if they will accommodate us, 
to see if they will handle our honest 
checking accounts 
and not robus. Who 
will suggest a name?” 


[NSTANTLY the 

three bank presi- 
dents leaned their 
ears forward and held 
them motionless with 
prickling interest. It 
was then a lean 
villager unfolded 
himself like a jack- 
knife and stood up. 

“T don’t know’s I 
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can name a commit- 
tee,” he began brok- 
enly, “but I should 
think the Wrynose 
Trust Company over 
west of the village 
would be a_ good 
bank to tackle for 
our accounts — 
they’re uncommon 
lively advertisers in 
our local paper.” 

Two of the bank | 
presidents who sat | 
beside Mr. Clutchbill 
looked at the bald- 
headed president of 

the Wrynose Trust 
Company who sat 
between them. Di- 
rector Clutchbill 
looked straight 
ahead. 

A man got to his 
~~ feet in a far corner of 
- the hall near an open 

window. 

“I wish to speak,” 
he announced in a 
rising voice. 

Oliver Bero,”’ 
acknowledged the 
chairman. 

“T ain’t goin’ to 

;put no money in the 
Wrynose Trust Com- 
pany, and that’s a 
fact,” declared Oliver 
Bero. “I hear they are a gang of 
robbers. Don’t git ’em here —that’s 
all.””, Oliver sat down. 

Instantly Director Clutchbill reach- 
ed over and touched the bald-headed 
president of the Wrynose Trust. 
“TI wouldn’t stand for that!” he 
whispered hoarsely. “Get up and 
tell’em who you be —it ain’t christian 
for ’em to make light of your bank.” 

The president from Wrynose stood 


(Continued on page 40) 
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City’s Trust Business 


The Method of Developing a Trust Department in Beloit, 


Wisconsin, Placed on a Profitable Basis the First Year 


HEN I sought a demonstration 
\ \ of the possibilities of developing 

a Trust Department in a small. 
city, I selected the Beloit State Bank, 
of Beloit, Wis., because it presented a 
typical case. It is located in a city of 
25,000 inhabitants. The bank was 
founded in 1892. It has been excep- 
tionally well managed, and has served 
the people of Beloit so efficiently 
and faithfully that it enjoys their 
confidence and a fair share of their 
business. Its Trust Department has 
been in existence nearly three years. 
It was the first one to be established 
there. 

The officers of the bank are typical 
of that modern school of bankers who, 
though endowed with sound experi- 
ence, yet do not hesitate to apply 
modern methods to banking when 
these methods offer increased op- 
portunity to serve the people profitably. 
You can classify the management as 
conservatively progressive. They were 
_eager to make two blades of grass grow 
where only one grew before. They 
‘realized, as everyone who-has to deal 
with capital realizes, that capital to be 
productive needs capable administra- 
tion; that capital left for the protection 
of dependents more often than not 
lacked capable management; that in 
most cases, because it came into hands 
that were unskilled in its management, 
it was used up or dissipated and failed 
in its intended purpose. Therefore, 
they felt there was a need for a Trust 
Department — an 
agency that would 


By ALBERT JOURNEAY 


that the Trust Department would 
bring business to practically every 
other department in the bank. 

The new department was placed 
under the management of the bank’s 
vice-president, A. R. Dahms, a -man 
admirably fitted for the work both by 
experience and personality. Mr. 
Dahms not only has a broad knowledge 
of investments, of banking law, and 
marked executive ability, but he also 
has the rare ability to go out and get 
business. He was not content, as too 
many new trust officers have been, to 
wait for business to come to him. He 
sought the business by mail and in 
person, and found that people were 
eager to turn to the Trust Department 
for its services when they understood 
what these services were. 


"THE first step in the organization of 

the department was to prepare a set 
of forms. Due to the fact that shortly 
after the department was opened 
business came to them, their account- 
ing system had to be rather hurriedly 
devised. While this system proved 
adequate for a while, it has now 
outgrown its usefulness, and a more 
complete system to care for the growing 
business is necessary. The Trust 
Department, therefore, is having its 
accounting system revised; and by the 
first of next year will have a per- 
manent and complete set of records 


provide the high- 
est, safest type 
of management 
for the estates of 
people of property 
in Beloit. 
Bankers are 
practical men, 
and the motives 
that prompted 
them to open the 
Trust Depart- 
ment were, of 
course, not en- 
tirely altruistic. 
They knew that 
this needed serv- 
ice could be 
rendered at a 
handsome profit 
to them as well as 
to their clients. 


They knew, too, 


involving the latest form of trust 
accounting. Simplicity and clarity is 
to be the keynote of these records. It 
is so devised that not only can the 
present trust officials use it, but any 
successor can come in and quickly 
learn the history, present standing and 
plans of each piece of business in the 
department. 

You will reeall that this was the 
first Trust Department established in 
Beloit. You can understand, then, 
that if it were to grow, it was necessary 
to tell the people what the Trust 
Department did and why they needed 
its services. Its advertising must be 
educational. It must be persistent. 
Therefore, the bank published a series 
of twelve messages to be mailed to the 
people of property in Beloit and 
surrounding territory at intervals of 
thirty days. Each message pointed 
out a reason for the Trust Department; 
each closed with an invitation to 
discuss the prospect’s plans with the 
trust officers. They were brief, in- 
teresting, forceful messages; and the 
response which the bank received 
proved that people wanted information 
on the subjects discussed, and read the 
literature carefully. The titles of the 
series suggest the subject matter— 
“The Other Man’—‘“‘A Stranger in 
the House’’ —“‘Your Selection —or An- 
other’s?”’ —“‘Carrying Out Your Plans” 
—‘*People Who Depend Upon You” — 
“Safeguarding Insurance Money” — 
Child’s Future’ —‘“Strength For 
the Weak” —“In 
Your Later 
Years” — “Com- 
mon Mistakes in 
Wills” —‘‘How a 
Will Should Be 
Drawn” — “Fatal 
Negligence.” 

Supplementing 
this direct mail 
campaign of 
education were a 
number of news- 
paper ads. 

Feeling that the 
main channels 
through which 
trust business 
flows are the 
attorneys, the 
bank’s stock- 
holders and direc- 
tors, and local life 
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The main hentia room—Mr. Dahms in the oval 


insurance men, 
the trust officer 
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wrote personal letters to 
the members of these 
groups at 
about two or three a 
months. These letters 
expressed a desire to co- 


intervals of 


Eleven 
profitable basis at this 
time. 


Third —It has on file 


between two and three 
hundred wills disposing 
¥ of a large portion of the 


operate. They pointed ae 
out the mutual benefit = 
to be derived through 
co-operation, and the ad- 
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wealth of Beloit. This 
number is constantly be- 


vantages that the people | 
of the city would gain + 


through the mutual serv- 


ing increased and has 
now reached the point 
where it assures a steady 
flow of business for the 


ice. 
So successful did this 
plan prove that it has 
been duplicated in the 
two succeeding years. 
Two other series of poe 
folders have been maiied. 
Each tells the same : 
story, but in a different 


way. Closer co-operation 


with the stockholders, 

the attorneys and the 

insurance men _ has 

brought steadily increasing returns 
in inquiries and trust appointments 
actually secured. 

For the past year, Mr. Dahms has 
devoted a part of each day to personal 
solicitation. So successful has this 
been that in a recent letter he said, 
“After our experience of following our 
advertising with personal solicitation, 
we are only sorry that we did not start 
this sooner, as the results have been 
very gratifying.” 

The Trust Department has already 
laid its plans for the development 
work that will follow the present 
campaign which expires this fall. The 
keynote of the new development will 
be the development of life insurance 
trusts. As trustee to safeguard and 
manage the proceeds of life insurance 
policies, the bank believes that it can 
render to its clients perhaps the most 
valuable service of all. Only a small 
part, perhaps 15 per cent of the 
estates that will be created through 
insurance carried on the lives of people 
of Beloit, is protected. 

Most of it, as now arranged, will be 
paid in lump sums. Consequently, it 
would be very apt to slip through the 
untrained hands in which it would be 
placed if paid in cash to inexperienced 
beneficiaries. The Trust Department 
plans to offer protection and manage- 
ment for these funds through life 
insurance trusts. Its advertising will 
point out the dangers that menace 
unprotected life insurance money. It 
will explain how an insurance trust 
removes, from reach of these dangers, 
the capital left to widows and other 
beneficiaries. It will earnestly indorse 
insurance, believing that the average 
man is far underinsured; and it will 
work shoulder to shoulder with the life 


underwriter to create more and better 
insurance. 


One of the first steps it is considering 
is to establish in the bank a library of 
the leading works on life insurance. 
This will be for the use of the life 
insurance agents. It is planned as a 
part of the bank’s effort to help the 
agents in every possible way. It will 
contain a group of the most informative 
books on life insurance, gathered to- 
gether on the advice of some of the 
leading underwriters of the country. 

The bank also plans to have the 
underwriters as its guests at a dinner 
at which the subject of co-operation 
will be discussed. 

Here, then, are the results that the 
bank has gained. 

First—The Trust Department now 
has the care of approximately $3,500,- 
000. 

Second —It was on a paying basis 
by the end of the first year. This was 
partly due to receiving a guardianship 
account of about $1,500,000; but even 
without this, it would still be on a 


Pa Trust Department. 
Fourth—The Trust 
Department has proved 
a great feeder for all the 
other departments of the 
bank. It has brought de- 
posits in the commercial 
and savings depart- 
ments, increased the sale 
of bonds, helped rent 
safe deposit boxes and 
brought new business of 
all kinds. 

Fifth —Its advertising 
has been the best general advertising 
the bank has ever used. The appeal 
of the Trust Department is intensely* 
human. It has brought the bank very 
close to the people of Beloit. They 
have come to think of it as a 
“Corporation with a Soul.” 

Sixth —The fact that the bank was 
the first to start a Trust Department 
has helped advance and maintain its 
position of leadership. 

Seventh—The bank looks forward 
with confidence to the not far distant 
future when this department, with its 
unlimited possibilities, will be one of 
the most profitable, if not the most 
profitable, department of the bank. 

Eighth—It has brought to the of- 
ficers, directors and employees a feeling 
of accomplishment from work well 
done. It has destroyed that sense of 
limitation that too often surrounds the 
institution in a small city. It has 
found Russell Conwell’s “acres of 
diamonds in its own back yard.” 


The Bank Buys Advertising 


By GAYLORD S. MORSE 
State Bank of Chicago 


ORE than a year ago a promi- 
nent originator and syndicator 
of financial advertising was making 
one of his periodical trips through 
the South. He visited only the larger 
cities and enjoyed a broad acquain- 
tanceship with prominent bank execu- 
tives in all sections of the country. 
His itinerary called for a stop at a 
certain Southern city of considerable 
prominence, but for some unknown 
reason it was a city in which his firm 
had never been able to sell advertising 
to the bankers in any appreciable 
quantity. 


For that reason the advertising 
executive usually passed up this city 
on his trips, in order that more time 
might be spent in calling upon bankers 
in the cities where business appeared 
more lucrative. 

On this particular trip time was not 
an important element, and he decided 
to stop over in the city whose bankers 
were apparently hard to sell, to as- 
certain, if possible, why his firm had 
not been successful in securing its share 
of business. He was naturally out ef 
touch with local conditions; so he 
determined to spend several days in 

(Continued on page 48) 
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By a Personnel Director @ 


SHALL not tell you my name nor 
| the bank I represent. You see, it 

wouldn’t be smart to tell both 
names and tales, and since your 
interest (if any) is in the story, I shall 
hide my identity and more especially 
that of the several characters who 
figure in this narrative. 

A bit of background to the incidents 
I want to relate—this bank has re- 
sources much in excess of 100 million 
dollars, it boasts a personnel of five 
hundred, it pays salaries beyond the 
average of banks, it has never passed a 
dividend and its stock is worth con- 
siderably more than twice its face 


value. By and large we have pros- 
pered. 

But — 

And here opens the story. 


Three years ago, I slipped quietly 
into the president’s office one late 
afternoon and confronted him with a 
speech about as follows: 

“Mr. Brown, (see first paragraph) 
this bank that you run, and I try to 
help you, is a wonderful institution. 
It is the greatest single economic factor 
in our community. Its influence for 
civic and business welfare is felt 
throughout our whole trade territory. 
Our stockholders are gratified and 
satisfied. Did it ever occur to you, sir, 
that we are dealing in the millions in 
money and yet in men and women we 
deal nothing?’ 

For two minutes Mr. Brown stroked 
his chin and then replied, “I’m afraid 
you are right. Go on and tell what’s 
on your mind.” 

Omitting details of a long conference, 
it is enough to record here that we 
promptly began to develop a personnel 
department and I fell heir to the 
directorship of it. Whether or not it 
has been a profitable effort I shall leave 
you to judge after hearing the testi- 
mony. 

9:00 A.M. My door opens to admit 
a good-looking blond chap of twenty- 
four, a clerk in the blotter department. 
“Come in Jerry —what’s the news?” 

“Mr. Clark, I was just down to see 
the cashier and asked him if I could 
get a loan of a hundred dollars. He 
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told me to see 
you. I didn’t 
know you han- 
dled loans for the 
bank but I’m 
glad to find it 
out.” 

“Jerry,” I re- 
plied, “‘I have no 
more to do with 
lending the 
bank’s money 
than you have. 
But if you are . 
‘in the soup,’ I 
have a lot to 
do with that. Tell me about it.” 

Jerry proceeded with the most amaz- 
ing story of financial tangles I ever 
heard from one of his years. I think 
he owed everybody! Such a maze of 
obligations and cross-obligations, bor- 
rowing from Peter to pay Paul and 
then stalling Peter until he could 
borrow more from Titus or Matthew 
or anybody else that would take a 
chance on him. 

Of course my first inquiry was “how 
did you get started in such a mess?” 
He told me a straightforward story 
of having helped his wayward older 
brother out of serious difficulty and 
how, from that time on, he had gone 
from debt to bad debt to worse debt to 
overwhelming debt. 

Well, up to the point of his helping 
his brother, the story dovetailed per- 
fectly. But as my inquiries proceeded, 
Jerry seemed to struggle with his 
replies. In ‘the midst of the quiz I 
broke off abruptly with — “Jerry, please 
let the loan rest for today and see me 
at nine in the morning. Meantime, 
Jerry, do a heap of thinking about how 
you got into your difficulty.” 

Perhaps you think my purpose in 
interrupting the conference was to gain 
a little time for investigation of his 
story. That is exactly what my pur- 
pose was not. I knew Jerry was not 
telling me the truth and I had never 
interviewed him before. How did I 
know it? I don’t know! I simply had 
a “hunch.” Personnel workers get 
“hunches.” And after a few months 


of experience in 
that work you 
begin to accept 
a “hunch”’ as re- 
liable, especially 
where veracity is 
involved. Forthe 
fact is that few 
employees lie to 
the personnel man. When one does, 
you feel it —and that’s that. 


ERRYcameatnine. ‘Hello, buddy.” 

I said. ‘“‘What’s new this morning?” 

“Well, nothing, Mr. Clark.” 

That didn’t sound so good. “Jerry, 
haven’t you got something to add to 
yesterday’s chat?” 

He said, “No, Mr. Clark, I told you 
how it is.” 

So I gave him my little ‘ode to 
truth” which runs like this — 

“Jerry, there is only one rule in my 
office —‘Don’t Lie to Me.’ It makes 
no difference how ugly the truth may 
be, I’ll help you if I can, but the rule is 
inflexible —don’t lie to me. There’s a 
good reason for the rule, Jerry. You 
see my function around the bank is to 
help you boys and girls when you need 
me. Now, if I don’t know the truth 
about your problem, how can I help 
you? And where am I to get the truth 
if you won’t tell it to me? 

“Did you ever notice, Jerry, that as 
long as you tell the truth your state- 
ments will coincide and dovetail per- 
fectly? But when you lie, Jerry, it 
just won’t match up and you nor 
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anybody else is smart enough to keep 
ahead of his lies forever. Yesterday 
you held out on me. I hope you'll 
give me the whole story now, Jerry.” 

You might read into those words a 
“third degree’ interpretation that 
would brand the method as browbeating. 
Please don’t! Remember that I am a 
personnel director, not a detective 
bureau operative, and it is an abiding 
principle with me that frankness be 
tempered with sympathetic under- 
standing. 

Jerry “came clean.”’ And his story 
was my entre into a very labyrinth of 
unhealthy operations among our clerks. 
No, he didn’t squeal! I have no stool- 
pigeons —wouldn’t harbor one in the 
organization. If ever the evil day 
shall come, that I cannot win the confi- 
dence of our staff by open, friendly 
understanding, let me retire from my 
work. 

Jerry began, ‘‘Mr. Clark, I’ll tell you 
the truth, but I reckon it means my 
job. If you have to ‘can’ me, all I 
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Jerry ‘‘came clean”’ 


ask is that you leave all the blame on 
me. I got started in debt by gambling. 
Some of us fellows got to shootin’ craps 
on our noon hour. That was nickle 
and dime stuff, but after while we 
wanted a bigger chance for;our money 
so we got going to the Brown Owl pool 
room. They always have a game there 
—roll ’em on the billiard tables for 
anything from two bits up.” 

As the narrative progressed I learned 
that he had lost nearly two hundred 
dollars within two months; that gam- 
bling was quite common among clerks 
in all local banks; that to tide over his 
expenses until pay day he had borrowed 
money from a fellow employee; that 
later he borrowed from another to pay 
the first; then from a third to pay the 
second, with a little extra to gamble 
with. 


D° YOU see where it led? No, you 

don’t see it all yet, until I further 
explain that the money lenders were 
charging him interest at the rate of 50 
per cent for two weeks which means 
twelve hundred per cent interest. If he 
borrowed $10 for two weeks he gave 
his note for $15. How’s that for 
banking? Makes the First National 
look like a peanut stand! 

The net result was that Jerry owed 
exactly $788 and more than half of it 
was interest. About $200 had been 
used for necessary living expenses. The 
balance was lost at gambling. 

The last chapter of Jerry’s story is 
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the one I like. We made a schedule of 
all his obligations and arranged with 
the various creditors to accept small 
payments on their accounts regularly 
each pay day. When he received his 
salary, he came to my office and got 
his little blank receipt book, made the 
rounds of creditors and brought their 
acknowledgments back to me. 

He received a promotion in the bank 
during this period of penance and today 
is one of our best clerks. And by the 
way, Jerry doesn’t gamble any more! 

The episode of the usury had me 
puzzled for a time. In listing Jerry’s 
creditors I learned the identity of 
several men in the bank who were 
money lenders. But that information, 
in good conscience, could not be used 
because it was received in the course 
of confidential business, a “‘privileged 
communication” so to speak. 

It chanced, however, that there was 
one man in the organization who had 
rather intimate contact with all em- 
ployees. Calling him to my office I 
said, ““Frank, there is a number of men 
in the bank who lend money to their 
fellow workers. I don’t know who 
they are but I fancy you do. Don’t tell 
me their names, but I want you to go 
to these men and say that Mr. Clark 
wants then to come to his office at 3:30 
this afternoon. Tell them that I do 
not know who they are and that their 
response will be purely voluntary.” 

Frank looked at me rather quizzically 
for a moment and said “‘Yes, Mr. Clark, 
I know them. I’m one of them myself. 
The gang will be here.” 

At 3:30 twelve men trooped into my 
waiting room. The following half hour 
will always stand out in my memory as 
witness of the inherent fairmindedness 
and good sportsmanship of young 
Americans. Of course I did not berate 
the boys — as a “‘hell-raiser” Iam nota 
success. But I tried to point out to 
them that 240 per cent interest is 
un-American, to say nothing of its 
being illegal. Further, that such a 
practice was a far cry from the family 
spirit of our bank. I did not ask them 
to declare their intentions. I did not 
need to. They did it voluntarily and 
that made an end of it, for the boys 
don’t break their promises to me. They 
also consented to pass on to others 
who had not attended the meeting the 
conclusions we had reached. Within 
thirty days the whole matter was a 
closed affair. 

Every rule has its exceptions. On 
rare occasions I do get “‘hard boiled.” 
One of the Shylocks—he had not 
attended the meeting — asserted that his 
personal affairs were his own business 
and he would lend to whom he pleased 
and at whatever rate he could get. 
I merely bided my time. 

A lad in the transit department came 
in one day to ask help in budgeting his 
salary so that he might get out of 
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‘debt. The list of his obligations dis- 
closed a $50 note in favor of my 
Shylock, payable $5 each pay day. 
Twenty of the fifty was interest. 

I called Mr. Shylock. We had a 
serious session. To kindness he reacted 
not at all. So I put the matter up to 
him for a choice of one alternative or 
the other —either return the $50 note 
and except a new one for $30 and 
interest at 8 .per cent, or tender his 
resignation. Severe? Yes, but what 
other measure can you use with a 
Shylock who persists in Shylocking? 
The new note for $30 and interest was 
duly paid. It took Shylock all summer 
to get over his pout, but he did recover 
through the means of another inter- 
esting incident. 


H" HAD attended university three 

and a half years but upon the death 
of his father, had left school to become 
the head of the family. He had accept- 
ed the misfortune like a good sport but 
his disappointment was very keen 
that he had been unable to get 
his college degree. 

A brief correspondence passed 
between me and the university 
registrar resulting in an arrange- 
ment for our boy to study his 
remaining subjects at home and 
take final examinations at the 
university. Next June I am con- 
fidently hoping that he will re- 
ceive his A.B. Incidentally he is 
now pretty strong for the director 
of personnel. And he is of the 
type that can be very useful to 
me in my work. 

Psychologists assert that the 
most insidious of all habits is gambling. 
It gets a strangle hold before the 
victim realizes his slavery. 

When I learned that many of our 
boys in the bank were gamblers, it 
really frightened me. It is dangerous 
to have a bank’s funds and books 
handled by gamblers. My first im- 
pulse was to dismiss the whole bunch 
of them. But again my natural affec- 
tion for the boys came to my rescue 
and restored my better judgment. If we 
fired them they would never be able 
to secure a recommendation from our 
bank to a new employer. Moreover 
the thing had been going on for many 
months; surely a month longer would 
not wreck us. At least it was worth a 
little chance to save the boys’ charac- 
ters as well as their jobs. 

One at a time I called them to my 
office and asked each young man if he 
gambled. One at a time they con- 
fessed their folly. Not one of them lied. 

To each chap I pointed out the fool- 
hardiness of trying to beat the other 
fellow at his own game. “Boy,” I 


said, “if you could beat the gambling 
dens, they would be out of business. 
Just use your head on that proposition 
and you'll see it’s a hopeless game for 


you. So much for your side of it. 

““Now let’s look at it from the bank’s 
side. You are known to hundreds of 
people as a teller in this bank. A 
teller handles the money that our 
depositors keep with us. Suppose a 
depositor should see you in a game or 
even hear that you hang around a 
gambling house. Do you think he’d 


I tried to point out to 
them that 240 per cent 
is un-American, to say 
nothing of its being illegal 


be inclined to keep his confidence in 
you? And if he loses confidence in 
you, he has lost confidence in the bank 
because you are the man he does 
business with and to him you are the 
bank.” 

If the psychologists’ theory is correct, 
then our boys must be stronger willed 
than the average, for the gambling 
stopped. 

The educational standard of our 
workers has given us much thought. 
Among them may be found every 
stratum of learning from a doctor’s 
degree down to the fourth grade. 
Omar’s “‘sorry scheme of things’ in 
this life sometimes decrees that a little 
lad in his teens shall quit school to 
become the support of a widowed 
mother and a flock of younger children. 
How many times one of those young- 
sters, after tearfully relating a tale 
of hardship, has left my office barely in 
time to miss seeing my own tears! I 
take my hat off to these little men of 
junior high school age who are bucking 
the same game of supporting a family 
that I am, with the difference, how- 
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ever, that they provide for a much 
larger family out of a much smaller 
income. 

These lads were missing their school- 
ing. They were compelled to work, 
but that did not alter the fact that our 
bank was using the time that should 
have been spent in getting their 
education. We concluded that the 
least we could do was to provide as 
much schooling as possible for them. 
So we established a rule that every 
employee under 18 years who had not 
finished high school should go to 
night school from 6:30 to 9:00 three 
nights a week through the winter term. 

At enrollment time they come to me 
for help in selecting their courses. We 
talk over their past schooling and their 
tastes and preferences in books and 
education. From these chats I try 
to determine what they are best fitted 
for and arrange their courses accord- 
ingly. The bank pays their tuition 
and at the end of the school year each 
one who has made a pass- 
ing grade receives a refund 
of the amount he paid for 
books and supplies. 

The first year of required 
attendance met with some 
opposition, but later the 
boys and girls began to 
see that those who gave 
serious attention to their 
studies made advancement 
in the bank and those who 
neglected school simply 
stood still. Thereafter we 
had little trouble with 
“‘hookey.” 

One of our young men 
deserted his wife and baby. 
She had him arrested and 
arraigned for abandonment. 
Of course, each party to the squabble 
had a group of grievances against the 
other. Probably both magnified the 
injuries suffered. After hearing their 
stories separately I was convinced that 
each was partly to blame and that they 
could not be reconciled. The husband 
admitted he had been unfaithful. 
While I could not justify that, still 
I am not given to moralizing —I take 
men and women as they are without 
trying to make them over before 
accepting them. 


"THE judge continued the case for a 

week and dropped into my office one 
day to talk it over. We agreed that he 
should assess a fine of $100 against the 
boy, give him a stay of execution, 
parole him to me, and I would hold 
$10 a week out of his pay for support 
of the baby. The mother got a job and 
went to live with her mother. Things 
rocked along pretty well for a few 
months when the boy one day began to 
complain of the $10 for the baby. 

In the beginning I said I am not a 
success as a “hell raiser.” I'll take it 
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dentified With Flower Culture 


Four Distinct Shows Staged Each Year—and Why— for 
Iris, Peony, Gladiolus and Dahlia in an Indianapolis Bank 


ETAIL merchants stress the im- 
portance of getting people into 
their stores. To accomplish this, 

stores not only advertise price reduc- 
tions; they stage style shows,concerts, 
baby contests, and many other kinds 
of attractions. If it is worth while for 
a merchant to have men and women 
become familiar with his store, is it 
not also beneficial to a bank or trust 
company to encourage familiarity with 
its location and the quarters *n which 
its business is transacted? 

In Indianapolis, the Baukers Trust 
Company stages flower shows, with 


entry open to amateur flower gardeners, 


who convert the bank lobby into a 
bower of beauty several times each 
year, and attract thousands of persons 
to our place of business. 

Banking and flowers, or flower shows, 
are not analogous, nor are flowers 
directly concerned with the goods the 
bank has to offer. Yet, a short stretch 
of the imagination will disclose a 
tie-up with the institution. The con- 
necting link we call home-serving. 
On the one hand, homes are acquired 
through savings accounts and real 
estate loans, or they may be rented 
through a trust company—to say 
nothing of other bank services which 
affect homes. On the other hand, 
flowers, with their color, fragrance, and 
charmadd to the enjoyment of homelife, 
and lend beauty to the surroundings. 


By EUGENE W SHORT 
Bankers Trust Company, Indianapolis 


If you should stand for one hour in 
the lobby of the Bankers Trust Com- 
pany during the progress of one of its 
floral exhibitions you would see hun- 
dreds of men and women who had 
been attracted by the published an- 
nouncements of the event. You would 
observe that many have notebooks 
in which they are jotting down the 
names of varieties of flowers which 
appeal to their fancy. Upon inquiry, 
you would learn that they intend to 
plant those varieties in their gardens 
for next year’s blooming, or you might 
be informed that the person you 
addressed had that variety in his 
garden but did not know its name. 
You might also see some person enter 
the bank lobby with a flower and 
search the exhibits for a similar flower 
for the purpose of ascertaining the 
name of the variety. In any event, 
you would agree at the end of the hour 
that a flower show is a good medium of 
publicity for a banking institution, 
especially when you learn that an 
average ot not less than 5,000 persons 
visit the trust company on flower 
show days for the express purpose of 
viewing the exhibitions. 

Tangib'e results in new business 
resulting from this flower show appeal 
would be hard to trace, nor has any 


attempt been made to commercialize, 
rather merchandise, the bank’s serv- 
ices on these occasions. But a search 
of the ledgers and records of the various 
departments of the trust company 
would reveal the names of many 
persons who are known to be flower 
“fans.” Not long ago, a _ retired 
merchant opened an account with an 
initial deposit many times the average, 
and informed one of the officers that 
he thought a bank that was interested 
in flowers must surely be a good bank 
to do business with. 

With the announcement of its fifth 
series of flower exhibitions last spring, 
the Bankers Trust Company took 
credit for developing greater interest 
in flower gardening in indianapolis, 
and for providing a means of dis- 
seminating information concerning the 
better varieties of garden flowers — 
“resulting in better gardens, more 
beautiful home surroundings, and a 
more wholesome city in which to live.” 

“How beautiful! I never realized 
there were so many varieties of iris,” 
a visitor was heard to say this spring. 
There were 127 distinct varieties of 
iris on exhibition, all grown by 
amateurs. There are hundreds of iris 
enthusiasts in and near Indianapolis 
who object to the vulgar term “‘flag”’ 
with which the uninitiated identifies 
this classical flower. It is said that 
more than 2,000 distinct known 
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flowers will mature at show time. 
Different kinds of fertilizers are tested 
in their efforts to ascertain which 
fertilizer will produce the largest blooms 
and the longest and most perfect 
spikes. 

The last show of the season is for 
dahlias. Many shades, colors, and 
species of this flower give variety and 
beauty to the shows. Sizes of blooms 
range from the small pompom varieties 
to the large decorative and show 
varieties. Dahlia blooms measuring 
nine inches across are common now, 
but before the growers learned that 
larger flowers are produced by fertiliz- 
ing, cutting off laterals, and pinching 
superfluous buds, small blooms were 
general. In one _ neighborhood in 
Indianapolis so many persons have 
taken up dahlia culture that an alley 
behind their yards is known through- 


varieties of iris exist. One Indianapolis 
iris “fan” has more than 300 varieties 
in her garden. The iris occupies an 
honorable place in history. It was 
mentioned by ancient Greek writers, 
with particular reference to its 
medicinal properties. The fleur-de-lis 
adorned the crowns of the kings of 
France. 


HE series of flower shows extends 

from the iris exhibition in May 
through the summer, and ends with a 
dahlia show early in October. 

To many persons a peony is a peony 
(of course, to some it is a “piney’’), 
with no distinction as to variéty, 
origin, or commercial value. Hundreds 
of flower lovers who have visited the 
trust company’s flower shows, now 
differentiate between types and forms, 
and variations in coloring. They 
designate their favorites by the names 
of varieties. This is particularly true 
of the peony. It is a flower which, on 
account of its size and beautiful 
coloring, lends itself admirably to 
exhibition purposes. The development 
of peonies from seed to seedling, then 
to a standard meritorious variety, is a 
process which requires time and 
patience. After it has “arrived,” its 
distribution through commercial chan- 
nels is slow due to the time required 
for root growth. Three or four years 
must elapse before root divisions may 
be made. The cost of new varieties is, 
therefore, prohibitive to the person of 
ordinary means. The co-operation of 
J. F. Rosenfield, charter member of 
the American Peony Society, whose 
peony garden northwest of the city is 
one of the show places of Indianapolis 
during the blooming season of peonies, 
has been fortunate. Mr. Rosenfield 
originated a red peony (Karl Rosen- 
field) a number of years ago, which is 


now found in practically every peony 
garden of considerable size. He has 
two new varieties to his credit which 
are now being introduced. One, a 
pure white, is the “Gene Stratton 
Porter.” The other, a fragrant red 
peony, was named “Harry Richardson” 
in honor of an Indianapolis peony 
“fan”? who spends a good deal of his 
time with Mr. Rosenfield in his peony 
garden. Both of the new varieties 
attracted favorable notice in the peony 
show this year. 

A gladiolus show is held each year, 
late in July or early August. In the 
last exhibition of this flower, more than 
200 varieties were entered in the 
competitive classes. A simplified show 
plan, adapted from the plan of the 
American Gladiolus Society, is used in 
staging the shows. The competition 
among the gladiolus growers is so keen 
that records are kept from year to year 
of the number of days which are 
required after planting to produce 
blooms of the many varieties, so 


out the city as “Dahlia Alley.””>, When 
flowers are in bloom “Dahlia Alley’’ is 
one of the traffic congested thorough- 
fares. 


‘THE first flower show staged by the 

Bankers Trust Company was an iris 
exhibition May 17, 1922. For two years 
rose shows were held, but unsuccessfully 
because rose growers apparently prefer 
to leave their blooms on the bushes 
instead of plucking them for exhibition 
purposes. The annual program has 
since been confined to four shows: 
iris, peony, gladiolus, and dahlia. In 
each show, classes are provided for 
other varieties of garden flowers. 
Usually these entries require arrange- 
ment in vases or baskets, and they are 
judged on color harmony and origi- 
nality and decoration. After the second 
series of shows, in 1923, it became 
necessary to divide the classes so 
beginners, or those less experienced, 
would be given an opportunity to take 
some of the prizes and coveted ribbons, 
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Inside the National Bank for Agricultural Credit 


New Farm Credit Bank 


It Is of Great Importance to the Country Since Its Aim 
Is to Revive the Badly Shattered National Agriculture 


N LATE years farm life in Mexico 
has been far from _ satisfactory. 
What with the blight of war, crop 

failures, and bad transport, the proper 
development of the country along 
agricultural lines has not only been 
arrested but a declining, agricultural 
yield has been the result. 

With the object of developing the 
agricultural resources and credit of 
Mexico, the Mexican Government has 
promulgated a far-reaching law which 
will operate through the National Bank 
of Agricultural Credit established for 
this purpose March 10 of this year. 

Lack of water over large areas, and 
lack of credit —the farmers’ inability 
to borrow money —are commonly 
ascribed as the principal reasons for a 
falling off in crops. 

The irrigation problem has been 
studied carefully by President Calles, 
who has given personal attention to 
the matter, and who has formed an 
extensive scheme which will be carried 
out by well-known American engineers 
who are at present engaged in making 
a complete survey of various proposed 
works, 


To provide money for farmers and 


By FREDERICK SIMPICH 


ranches, and thus aid agriculture to 
recover, the Mexican Government has 
established the National Farm Loan 
Bank. Its prime-objects are to loan 
funds at low rates to small, needy 
farmers with which they may buy 
seed, work animals and implements 
and meet their living expenses till the 
first crop is sold. Also, the bank may 
make loans to pay for irrigation works, 
build warehouses, finance farm co- 
operative societies, etc. 

In the same way, loans will be made 
to growers of live stock. 

To realize how greatly Mexico needs 
some safe farm loan system in order to 
stimulate production, one has only to 
glance at the low ebb of agriculture — 
compared not only with what produc- 
tion used to be, but with the pos- 
sibilities of the country. 

The area of lands in Mexico suitable 
for agriculture is estimated to be 
approximately 370,000,000 acres, of 
which less than 5 per cent is at present 
in use for agricultural purposes. Though 
corn is the staple food of Mexican 
country people, she is not raising 


enough to feed herself. Wheat, meat, 
lard —even fresh fruit —all are at times 
imported. 

The Mexican cattleman needs credit 
as badly as the Mexican farmer. Time 
was when cattle-growing comprised 
one of Mexico’s chief sources of wealth. 
She was and is by nature the natural 
cattle country of North America. 
Yet today she has barely one-fourth as 
many cattle as she had in 1910 —which 
was estimated then at 20,000,000 head. 
To help feed herself, and re-stock her 
vast ranches, Mexico in the past seven 
years has imported millions of pesos 
worth of cattle from the United States, 
when in normal times she exported 
heavily to us. 

The new bank has worked out a 
sound plan for loans to native cattle 
raisers so that they can re-stock their 
rich, grassy ranches with cattle, goats 
and sheep, thereby giving a tremendous 
impetus to the revival of rural pros- 
perity. The Mexican is an excellent 
herdsman; in fact, as trained by early 
Spaniards, he was the original vaquero, 
or cowboy, of the western world. 

There is more than a mere farm 
credit bank in this new institution. 
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Hybrid, fever-resis beef animals on lands of 
the United Scour Geman Los Machios 


It is really a nation-wide system of 
farm credit, patterned somewhat after 
our farm loan bank system. Also, it 
adopts the plan used by central banks 
in France and Germany for making 
loans through local farm co-operatives 
to such members whose applications 
for loans are approved by their col- 
leagues in the “‘co-op.” 

In explaining the aims and scope of 
Mexico’s new farm credit bank system, 
an official high in the Calles administra- 
tion says that paid up capital is now 
18,000,000 pesos gold —from the Fed- 
eral Treasury. Three million pesos 
additional capital has been subscribed 
by states and private parties, giving a 
working total now of 21,000,000 pesos. 
Further shares, bringing the capital 
up to 50,000,000 pesos, may be sold. 
As a matter of fact these shares are 
being sold to each borrower, who, 
according to the law which governs 
the bank, must invest in the bank 
shares from 1 per cent to 5 per cent of 
the amount loaned or of loans renewed 
or extended. 

Mortgage bonds, secured by land on 
which loans are made, may also be 
issued by the new bank. Also, the 
bank will discount acceptances. No 
sight deposits will be taken, as the 
bank management believes it unwise to 
put depositors’ money out in long-time 
loans. 

The law creating the bank says it 
can lend money on unincumbered 
lands, conservatively appraised, such 
funds to be used by the borrowers only 
for cost of cultivation, machinery, 
animals, seed, etc., or in permanent farm 
improvements—all to be supervised 
by experienced bank representatives. 

Loans may be made only up to 50 
per cent of the land’s value. Loans 
may also be made against harvested 
crops in warehouses. Loans may run 
for from six months to ten years, 
according to the nature of the business 
and the discretion of the officers of the 
bank and the local and _ regional 
subsidiaries of the bank proper. The 
main object of the bank is to loan 
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guarantee, through a system of co- 
operative and joint supervision. When 
the societies have been organized, the 
farmer wanting a loan may obtain it 
through his membership in the society, 
subject to the approval of the bank; 
or, he may deal directly with the bank, 
should the circumstances justify this. 

The new law establishing the bank — 
a long document of 5,000 or 6,000 
words —is ingeniously drawn. It shows 


The Mexican takes good care of his horse 


money to the small farmer who must 
however, either own his own land or 
hold it under a long leasehold. It is the 
duty of the bank’s experts and in- 
spectors, not only to be sure that the 
borrowed money is properly used, but 
also to instruct the farmer how to 
cultivate his land efficiently and eco- 
nomically. 


NTEREST rates to farm borrowers 

in Mexico, up to the present, have 
varied greatly. Even where debtors 
are wealthy and operating on a large 
scale, rates have run from 12 to 18 
per cent per annum. Small farmers, 
even when they were able to obtain 
loans, were obliged to pay as high as 
24 per cent, besides being compelled to 
sell their products to those making the 
loans at prices far below market 
values, thereby raising the interest 
rate to 30 per cent per annum and, 
at times, to even more. The farm 
credit bank proposes to loan money at 
9 per cent, or lower, and permit the 
farmer to sell his products in the open 
market at the best prices he can obtain. 

As fast as it is possible to do it the 
farmers will be aided and encouraged 
to form local and regional co-operative 
societies, so that their purchasing 
power may be increased for the 
acquisition of farming implements and 
machinery, and that their credit power 
may likewise be increased by mutual 


not only a profound study of Mexico’s 
farm history, but also full knowledge 
of how other nations have sought to 
solve their farm loan problems. 

The new bank will not itself, usually, 
deal directly with the farmers, but 
through local farm banks, which, in 
turn, will make loans on the recom- 
mendation of the co-operatives. 

As a first step, President Calles 
decreed the establishment of five 
**Ejido Banks,” or regional farm credit 
banks, one, each in the states of 
Durango, Hidalgo, Micheacan, Guan- 
ajuato and the Mexican Federal 
District, which corresponds somewhat 
to our District of Columbia. 

Each of these branch banks has 
200,000 pesos of capital, all of which 
has been furnished by the central 
government. As soon as these sums 
have been repaid, the banks will 
become dependencies of the National 
Farm Bank. 

The express object of these regional 
banks is to function commercially, 
receiving deposits from, and making 
loans to, local farmers. Deposits in 
these local banks are to be guaranteed 
by the central government —so long 
as they are-under its control. Eventu- 
ally, as the farm credit plan develops, 
shares in the regional banks are to be 
sold to members of the local co- 
operatives until complete ownership 
passes to them. 


| 
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Ss CLEARING HOUSE 
)- Speaking of these regional farm 
n banks, Secretary of Agriculture, Luis 
eC Leon, lately said that the whole basis 
it of this farm credit plan rests on the 
y local co-operative, formed among small 
farmers or “‘ejido”” owners. The gov- 
% ernment’s hope is that gradually, as 
* organization is perfected and experience 
. gained, these co-operatives can buy 
0 out the government’s ownership in 


local farm banks, and learn to manage 
these credit institutions conservatively 
for the community’s good. 


rigation commission is in charge of 
government projects, and a contract 
has been signed with the J. G. White 
Company, of New York, by which 
some eleven new projects are to be 
built. Farmers on these irrigation 
projects will have to be helped by the 
Mexican Government through farm 
banks just as Uncle Sam has to aid 
American farmers on our projects. 
If, as is confidently believed, happily, 
Mexico enjoys a long period of peace, 
all these plans for farm loans, farm 


Manual training and farm schools to 
educate labor and 5,000 new rural 
schools to educate farm girls are part 
0's of the pretentious program. Below: 
: A modern spraying machine used on 
ige progressive farms 
to 

Teaching the masses, espe- 
lly, cially the farmers, how to work 
but and live better is an outstand- 

in ing policy of modern Mexico. 
ym- 

‘THE government’s farm 
lles credit plan is only part of 
ive its completed scheme for agri- 
adit cultural revival. Handin hand 

of with farm loans goes the ad- 
an- mirable and well advanced 
eral work of agricultural training. The 
hat 


1926 budget allotted money to pay 
for 5,000 rural teachers. Besides 
has the famous National School of 


lich Agriculture at Chapingo —with its 
tral model dairies, orchards, gardens, ex- 
ums perimental and other modern plants 
will for training agricultural instructors — 
onal state after state is setting up its own 

farm schools. Even radio has been 
onal called into use, and lectures on hut- 
ally, building, animal husbandry and farm 


King topics are broadcast in the native 


5 in Indian dialects. Thousands of free 
teed receiving sets have been distributed, 
long and now the Indian peon off in the 
ntu- hills can get the voice of the teacher 
ops, from the air telling him, in his own 
o be tribal tongue, just how to farm his 


co- little patch of ground. 
Like our West, much of Mexico 
must be irrigated. A national ir- 


Nineteen 
education, and land reclamation cannot 
but dovetail together for the economic 
improvement of the country. Thus 
will she become not only a heavier 
producer and exporter to us of the 
raw materials we need, but her own 
buying power will multiply, and let her 
take more of the manufactures we 
have to sell. 

An examination of the bank law and 
its regulations leaves no doubt that the 
project is absolutely sound, especially 
since the object of the bank is not to 
make money, but to aid in the develop- 
ment of the agricultural wealth of the 
country along scientific and conserv- 
ative lines. The greatest margin of 
safety is provided by the rigid pro- 
visions of the law governing the bank’s 
operations and the loaning of its 
funds, which gives assurance that its 
commitments can be safely made. 
Its management is in the hands of a 
general manager, an assistant manager, 
and a board of directors, all of whom 
are men of wide and successful ex- 
perience, not merely in general banking 
and. business affairs, but especially in 
matters pertaining to agriculture.. 


HE rise of some such institution of 

farm credit was inevitable. In fact, 
if not in political theory, Mexico has a 
labor government. And it will have its 
way. In the past ten years, 
or since the agrarian policy 
was adopted as one of the 
fruits of the revolution which 
put labor in power, over 
12,000,000 acres of farm land 
has been divided among the 
poor by the National Agrarian 
Commission. Tens of thou- 
sands of once landless peasants 
now hold, in the form of 
patrimony, a small piece of 
land. Most of them, however, 
are without adequate funds 

(Continued on page 34) 
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The Sesqui-Centennial Bank 


The Franklin Trust Company, of Philadelphia, official 
depository for all the funds of the Sesqui-Centennial 
International Exposition, completed its building on 
the exposition grounds in twenty-four working days. 
The interior views are the men’s and women’s rest 
rooms, an office corner and a corner of the work 
rooms equipped throughout with automatic mechan- 
ical devices of all kinds. On the tower and awnings 
are displayed the company’s ‘‘Day and Night”’ circu- 
lar trademark 


In the center of a roomy lobby is a direct wire ticker 
service. In addition to the main lobby and rest rooms 
are conference rooms, a Foreign Exchange Department 
and manager’s offices. A huge plate glass window on 
a specially constructed veranda affords a public view 
of the bank in continuous operation until midnight 
every day, including holidays, except Sundays 


One month after the opening of the exposition 
branch, deposits had reached $1,000,000. At reguiar 
intervals the exposition association collects receipts 
from the cashiers of 400 concessionaires in strong 
pouches—approximately 1,000 pouches daily—and 
delivers them to the bank. Armored cars the 
money pouches from the branch to the main office of 
the Franklin Trust Company where the contents are 
counted in the money vaults of a special exposition 
department 


The Franklin Trust Company has resources of $36,- 
000,000 and 50,000 individual clients 
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Uniform Operating Accounts 


The Importance of Accurate Classification of Accounts 
To Determine the Exact Status of Profits and Losses 


few years have so altered the 

conditions of bank operations as 
to lead, and in some cases force, many 
bankers to a closer analysis of their 
operating policies. The banker today 
wants to know whether the expenses 
of his bank are consuming a larger, or 
smaller proportion of his gross earnings 
than is the case of other banks of the 
same size. If the net earnings have 
been small, he wants to trace the cause; 
whether he pays too much for salaries, 
is not employing his funds in full, or 
is paying too high rates of interest on 
deposits. 

A banking institution is of the same 
fibre as the ordinary industrial enter- 
prise, subject to the same ills, responsive 
to the same treatment. 


yours changes in the past 


By C. R. SMELSER 


Auditor, First Trust & Savings Bank 
Akron, Ohio 


total sales are one and the same and 
in banking, as in any industry, there 
is a “Sales Dollar’ derived from the 
sale of service and credit. 


National State 


Interest Paid on deposits. .33.2 34.8 
Interest Paid on borrowed 


5 
Other expenses........... 11 
9 


Recently charts have been published 
showing certain operating ratios or 
percentages. The figures have been 
taken from data of the Federal Reserve 
Board and cover all Federal Reserve 
member banks in each of the twelve 
Reserve Districts. The expenses shown 
are: salaries, interest paid, interest on 
borrowed money, taxes, and “other 
expenses.”” While we all admit that 
the ratios of these operating expenses 
to gross earnings are enlightening, and 
furnish a means whereby we can com- 
pare our own figures with those for 
member banks in our district, or any 
other district, we must also admit the 
classification is rather broad. 

For the national banks of the country 
total expenses have been absorbing a 


In the industrial plant, vee 
costs of units of produc- 
tion must be known in 
order that a profit may 


COMPARATIVE INCOME AND 
EXPENSE STATEMENT 


FOR THE MONTH ENDING. 


higher and higher per- 
centage of the total gross 
earnings. This fact is 
brought out in data 


released by the Comp- 


be realized. Likewise, 
in a bank the cost of 


CURRENT YEAR 
CLASSIFICATION 


Top troller of the Currency. 


THIS MONTH YEAR TO DATE THIS MONTE 


YEaR TO DATE 


If data were available, 


OPERATING INCOME 


units of service must be 
found to the same end. 

So strongly has the 
need for classified knowl- 
edge come to be felt by 
successful bankers dur- 
ing the last decade that 
a true accounting is to- 
day considered not only 
desirable, but indispen- 
sable in a great many of 
the banking institutions. 
Banking has aimed to be 
intelligent as to past 
operations; it has begun 
to be scientific as to 
policy and future 
activity. 

Classification consists 
in separating facts ac- 
cording to a definite 
plan; into groups accord- 
ing to certain character- 
istics, and of placing 
themin tables, schedules, 
reports, graphic or other 
form, for the purpose of 
presentation. It presup- 
poses a definite knowl- 
edge of the purpose for 
which facts are studied, 
and the manner of pres- 
entation depends upon 
the ease with which the 
data, as classified, may 
be understood. 

Total gross income and 


Int —Time and Demaud loans 


undoubtedly it would 


Jnt.—Real Estate Loans 


lnt_—Deficient Balances 


reflect the same situa- 


Int.— Advances to Trusts 


tion in the state and 


GROSS EARNINGS FROM LOANS AND DISCOUNTS 


lut.—U. Governmen’ t Obligations 


privately owned banks. 


Int. —State, County and Municipal Rends 


Int.—Other Bonds and Securities 


This operating ratio for 


Dividends on Stocks 


national banks, was 61.4 


GROSS EARNINGS FROM INVESTMENTS 


Int —Branch Balances with Main Office 


per cent in 1917, 69.0 per 


Int.—Branch Overdrafts with Main Office 


Int. —From Banks 


cent in 1921, 71.4 per 


GROSS EARNINGS FROM BANK BALANCES 


cent in 1924 and 80.1 


TOTAL GROSS EARNINGS PROM INT. AND DISC. 


Bank Building—Peoples Branch 
Other Properties 


per cent in 1925. 


TOTAL EARNINGS FROM PROPERTIES 


The distribution of ex- 


Brokerage on Rea! Estate Loans 


pense for the year 1925, 


Safe Deposit Department Earnings 


Foreign Exchange Department Earnings 


stated as percentages of 


Trust Department Earnings 


Exchange 


the total gross earnings 


Losses Recovered 


of member banks of the 


Income 


TOTAL OTHER INCOME 


Federal Reserve System, 


TOTAL OPERATING INCOME 


is shown in the table 


OPERATING EXPENSE 


Int. Paid—Banks and Bankers 


elsewhere on this page. 


Int. Paid—Certificates of Deposit 


lat. Paid—Commercial Accounts 


Int. Paid—Savings Accounts 


Int. Paid—Public Funds 


"THERE is, of course, 


Int. Paid—Branch Balances with Main Office 


no ideal set of ratios. 


Int. Paid—Branch Overdrafts with Main Office 


Int. Paid—Trust Accounts 


Many of them depend 


Diseount—Borrowed Money 


on such factors as the 


TOTAL INTEREST EXPENSE 


Bank Building—Peoples Branch 


relative amounts of time 


Other 


TOTAL PROPERTIES EXPENSE 


and demand deposits, 


Foreign Exchange Department Expense 


the extent of local bor- 


Trust Department Expense 


Current Operating Expense 


rowing and the type of 


Losses Charged Off 


TOTAL OTHER EXPENSE 


borrower and depositor 


TOTAL OPERATING EXPENSE 


who use the bank. To 


NET OPERATING PROFIT BEFORE RESERVES 


Reserved for Personal Property Taxes 


a certain extent the oper- 


Reserved for Rea! Estate Taxes 


Reserved for Federal Income Tax 


ating ratios of a bank 


Reserved for Interest Savings Deposit 


are beyond its control. 


TOTAL RESERVED 


NET OPERATING PROFIT AFTER RESERVES 


But aside from differ- 


ce ences due to external 
and uncontrollable cir- 
cumstances, there are 
other differences which 


: 
Banks Banks 
9 4.8 
4 
78.5 
AKRON. OMIO 

- 
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depend upon the character of the 
bank’s management. A bank which 
is considerably out of line with other 
banks in its group should find it 
interesting to examine its operations 
to discover the causes for its differing 
from other banks. 

In order that such an examination 
may be made, the accounts must reveal 
a picture of the operations in such 
detail as will enable one to see at a 
glance just where the 


pense’; “‘Losses Sustained” etc., etc. 

It is, therefore, apparent that the 
classification of expense of operation 
is not only essential and necessary but 
very desirable. And this does not 
apply exclusively to the large city 
banks. The bank of a half-million 
resources can, and should, classify its 
expenses of doing business just as 
broadly, in proportion, as the bank of 
thirty millions of resources. 


THE BURROUGHS 


the result of operations well defined 
and classified can the banker expect to 
obtain the necessary and essential 
operating ratios. 

A question that may have come to 
mind is: “Why go to the extent of 
producing such records, reports, etc., 
in order to arrive at a set of ratios, 
when the bank across the sireet will 
not divulge its figures?” It may be 
several years before bankers generally 
will feel free to discuss 


increase or decrease, over 
prior periods, has oc- 
curred. In other words, 
an operating statement 


COMPARATIVE EXPENSE ANALYSIS 


Vel FIRST 


AKRON, OHIO 


OFFICE 


FOR THE MONTH ENDING 


the result of their opera- 
tions with others of the 
same profession, yet the 
time is not far distant 


which includes, among — 


the expenses, an item se 


CURRENT YEAR 
DISTRIBUTION 


LAST YEAR 


when the demands will 


His MONTH YEAR TO DATE THIS MONTH 


YEAR TO DATE 


be such as will compel 


“Interest Paid’’ and does —Nenspeper 


not show the classifica- 


every bank to keep in 


tion of such expense in 


close and constant touch 


with operating results. 


detail, cannot be of any 


real value from the 


At this time one pre- 


standpoint of analysis. 


‘diction is as good as 


another. If a hundred 


As an example, let us , 


or more various indus- 


suppose a bank pays 


out $100,000 in interest ~ 


trial concerns in this 


country find it of value 


during the year. It c 


Examiaations—Audits 


to maintain uniform ac- 


pays interest on the ac- "4 


counts of “banks and 


counts, is it too much 


to expect the banks, 


bankers’’; on certificates 


with the assistance of 


of deposit; on commer- " 


cial, or checking, ac- 


numerous bankers’ as- 


counts; on savings ac- 3 


sociations, to arrive at 


? the same conclusion and 


counts closed out during 2 [awe 


tenance of Mechanical Equipment 


the year as well as semi- = 


Othee Supplies 


operate on a standard 


annually; on public 24 | Postage 


classification of ac- 


Rent 


counts? 


funds; on trust accounts; 


Salaries—OfScers 


on borrowed money or 


Salaries— Employees 


In the rubber industry 


rediscounts and, if the 


Salaries—Directors and Committee 


the uniformity in classi- 


fication of accounts en- 


bank maintains 


Telephone 


branches, on branch bal- 2 


ables one manufacturer 


ances with the head 


to compare the costs of 


Window Cleaning Service 


production with those 


office. There certainly 


Miscellaneous 


of another manufac- 


must be quite a differ- 


ence in two statements 


turer. The railroads 


have been compelled by 


of operations which pur- 


the Interstate Commerce 


port to reflect the same 


Clearing House Assessments 


Commission to maintain 


result of operations 


TOTAL CURRENT OPERATING EXPENSE 


a uniform classification 


where one shows an in- 
terest expense item of 
$100,000 and the other 
shows the same total 
amount but divided into 


Remarks: 


of accounts. The same 
is true in the case of 
many public utilities. 
There are today ap- 


nine sub-accounts. The 


proximately one hun- 
dred different types of 


Exec. 


statement showing the 
nine sub-accounts automatically be- 
comes easier to analyze and the 
picture presented is broader and clearer. 


"T HERE are other expenses in the 

operation of a bank that likewise 
must be shown in such a manner as will 
readily lend themselves to analysis. 
Such expenses are: bank building, if 
the bank owns and occupies a building 
and rents office space; ““Other Prop- 
erties,” if the bank has such assets; 
“Foregin Exchange Department Ex- 
pense” where the bank operates such a 
department; “Trust Department Ex- 
pense” if the bank transacts fiduciary 
business; “Current Operating Ex- 


In the case of the smaller bank the 
earnings and expenses are, of course, 
less than in the institution whose 
resources are sixty times greater. The 
question of net earnings, however, is 
equally important in both and without 
some means of measuring the increase 
or decrease from month to month com- 
parable with like periods of the past, 
the bank that is operating without a 
well-planned system of accounts prob- 
ably will be unable to face the intricate 
problems that arise almost daily and 
which will continue to arise in an even 
more pronounced form. Competition 
in the banking business today produces 
some real problems and only by having 


business organizations 

and associations each maintaining uni- 
form accounts with other concerns in 
the same line of business and all of 
them have adopted such uniformity 
during the past ten or twelve years. 
Important as are properly devised 
classifications of accounts, one must not 
overlook fundamental limitations 
which surround the most perfect classi- 
fications. It is not enough to have 
proper classifications of accounts; there 
remains the necessity of applying other 
tests to the results shown before definite 
and reliable conclusions may be safely 
drawn. Many practical situations 


arise within a given organization which 
often are purely matters of policy. 
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Where this condition of affairs exists, 
the classification must be devised to 
meet the special situation. In some 
cases allocation of expenses, when as- 
certained, is a matter of arbitrary 
decision on the part of the adminis- 
trative officers. Outside factors, such 
as income tax laws, have influenced 
certain practices on this point. 


‘THAT a proper classification of ac- 
counts may be pre- 


expense accounts. This statement is 
supplemented by a “Comparative Ex- 
pense Analysis” of thirty-nine accounts 
which is prepared covering our “‘Cur- 
rent Operating Expense.” The same 
form of expense analysis is made up for 
the Trust Department and the Foreign 
Exchange Department. In addition to 
these, there is a “Building Operating 
Statement.” In other words, the 
income and expense statement carries 


Twenty-three 


bank balances. The total of all these 
accounts furnishes either separately, 
or as a whole, the earnings on three 
major items of assets. It forms a 
base whereby certain percentage figures 
essential to practical bank operation 
may be obtained. Our next division of 
income shows the “Earnings from 
Properties.”” We have but one branch 
bank building in which office space is 
rented. Another building is owned 
and occupied by a 


pared, it is necessary to 
survey the conditions of 
the bank. Broadly 
speaking, there are two 
conditions under which 
classifications are pre- 


AKRON, OHIO 


PEOPLES BRANCH 
BUILDING OPERATING STATEMEMT 


FOR THE MONTH ENDING 


branch but no office 
space is available. Earn- 
ings from all other prop- 
erties are grouped and 


CURRENT YEAR 


LAST YEAR 


shown asoneitem. The 


THIS MONTH YEAR TO DATE 


THIS MONTH 


YEAR TO DATE 


remaining seven ac- 


pared: The first, that 


REVENUE 


of an entirely new bank 


counts are grouped into 


what may he termed 


just commencing opera- 


“Other Income’”’ and 


tions; the second, that 


of an existing organiza- 


each is self-explanatory. 


EXPENSE 


It may be said here that 


tion: Taking up the last 


the account “Brokerage 


named condition first, 


one has here some basis 


on Real Estate Loans’ 


reflects only the nef earn- 


ings from this source. 


In other words, we do 


for study. A complete eianauee 

analysis of operations 
of the undertaking is Pees 
required. One should - 


not credit this account 


with the gross amount 


study the form of or- 


ganization and control 


of brokerage and then 


charge the expense of 


under which the bank 


recording, title search, 


operates. 


The prime LIGHT 


purpose is to locate re- 


etc., thereto. 


PAINT 


“Operating Expense’’ 


sponsibility, and re- 


is divided into four main 


sponsibility depends 


upon the type of control 
which the organization 


PLUMBING 


classes; (1) Interest ex- 


SALARIES 


pense, (2) Properties ex- 


TAXES REAL ESTATE 


pense, (3) Other expense 


TOOLS ANO WORK ROOM EQUIPMENT 


employs in conducting 


its affairs. Accounts 


TOWELS ano 


LAVATORY SUPPLIES 


and (4) Additions to re- 


TELEGRAPH ano 


TELEPHONE 


serves. Interest expense 


should be provided for maven 


is subdivided into nine 


each element of expense 


WINDOW CLEANING SERVICE 


accounts each of which 


which past experience 


TOTAL EXPENSE 


explains itself. The ac- 


reveals as relatively im- 
portant from the func- 
tional point of view. In 
determining whether or 
not a special account | 
should be provided for 
any special element, con- 
sideration should be | 
given to these facts: (1) 


NET OPERATING PROFIT 


counts “Interest Paid on 


Branch Balances” and 
“Interest Paid onBranch 
Overdrafts” are offset by 
similar accounts on the 
income side of the state- 
ment. Where the Main 
Office shows the expense 
of interest on Branch 


expenses tend to increase 


Balances, the same 


rather than to decrease; 
(2) relatively insignificant factors today 
may be vital factors next year; and 
(3) volume of business directly in- 
fluences the importance of any special 
account. 

During 1920 the First Trust and 
Savings Bank of Akron, O., set up its 
first classification of accounts. It was 
comprised of eleven separate and dis- 
tinct income accounts and nine expense 
accounts together with some twenty- 
five sub-accounts for ‘“‘General Operat- 
ing Expense.”’ Today, after six years’ 
experience with our operating state- 
ments, coupled with the opening of four 
branch banks, our present income and 
expense statement contains twenty- 
one income accounts and twenty-two 


only the total expense, for the month 
and period, for each of the four accounts 
and the analysis of each of them is 
presented monthly in support of these 
items. It should be said here that 


_ operating statements are prepared for 


each office with the exception of the 
“Building Operating Statement” and 
the ‘“‘Analysis of Expense” for the 
Trust Department. 

With reference to the ““Comparative 
Income and Expense Statement” you 
will observe that the ““Total Gross 
Earnings from Interest and Discount” 
is divided into three groups of accounts; 
(1) gross earnings from loans and 
discounts; (2) gross earnings from in- 
vestments; and (3) gross earnings from 


amount appears ‘under 
the same name as earnings for the 
branch offices. The Building Operating 
Statement is the usual form of such 
statement. 


MUCH depends upon the wishes of 

the executives as to the classifica- 
tion of currentoperatingexpense. Where 
we show four advertising accounts, 
another bank of equal size might use 
ten. Books, stationery and printing 
may be divided into a dozen various 
accounts, and so on through the list. 
Whether or not the bank is keeping 
departmental costs, the expense classi- 
fication must be broad in order that 
such analysis will serve the purpose 
for which it is intended. 


(Continued on page 56) 
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OU wouldn’t grease your car in a 
dress suit, or go to a formal dinner in 
overalls. 

Yet sensible bankers are wasting 
money, using corduroy or expensive 
leather covers on an overall job; or cloth- 
ing with canvas those binders whose form 
and long usage prescribe dress clothes. 

It isn’t quality we’re talking of now— 
it’s adaptability. 

Current Records need a certain type 
of binder—Transfer Records another— 
Storage Records still a different kind. 


The waste is in buying all sorts of 
binders without reference to their appro- 
priateness for the job. 


We suggest that you determine what 
specific use is to be made of a binder and 
then buy the right kind for that use. We 
will gladly give you the benefit of our 
scientific study of binder uses. 


THE BURROUGHS 


We’ve been pioneers in new and ad- 
vanced ideas in bank record economy 
since we made the first loose-leaf ledger 
38 years ago. 


Opposite are eight of our 14 binders, 
Each of the 14 has its own place in good 
banks and each fits its particular job 
better than any of the others. Carried 
in stock in standard sizes. We will make 
odd sizes if you want them. 


Almost every day Baker-Vawter 
men are stumbling on strange expe- 
riences. 

Recently a banker thought he’d 
have some of his Baker-Vawter bind- 
ers remodeled as they were far from 
being worn out. The Baker-Vawter 
man found the“birth mark” on those 
binders to be 1910. Sixteen years of 
hard usage at a cost of about 5c per 
week per binder. 


In numerous instances Baker-Vawter 
binders are found in active service after 
20 and 25 years, and we know of bind- 
ers in constant use now which Baker- 
Vawter made 30 years ago. 


We have a booklet showing the use and sizes of binders for every kind of office 
need. You will profit, we feel sure in getting it. Ask your Baker- 


Vawter man for it or use the coupon and we'll 
send one direct. Not the slightest 
obligation of course. 


In writing to advertisers please mention The Burroughs Clearing House 
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Overalls 


Current Ledger, Journal and Register Rec- 3torage Records, such as copies of Transfers of Current Ledger, Journal and 
d- ords need the type of Binders shown below. Remittance Letters, Tellers Proof Register Records need these Transfer 
Sheets, etc., require this type. Binders. 
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The ideal transfer binder. Often used for private 


Suitable for permanent storage of records to be ledger, minute record, and current records of any 
filed in consecutive books either numerically type less active than personal accounts. Has end 
or by date, such as permanent file of remit- lock with a key. Some prefer it. Those who do, 
tance letters, collection and transit records, etc. swear by it—not at it. All contact points are round- 


ed and padded to protect desk surfaces. It is a 
beautiful example of binder craftsmanship. 


For machine bookkeeping ledger leaves and state- 
ments this No. 69 is the peer of all binders. So 
perfect mechanically that it reduces each opera- 
tion to ridiculous ease. Looks and acts like the 
aristocrat it is. Lasts so long it will laugh at old age. 


Superior as a transfer binder, because no other 
binder can be opened, leaves removed or replaced, 
and locked with the deftness and speed that No. 


For the same purpose as No. 103. So good that 683 can. Its metal hinge means a life of care-free 
it is usually bought in dozen or gross lots. Low exercise. The self-acting lock is wonderful in its 
vter in price butextremely serviceable. Hastelescop- simplicity. 
ing posts which may be adjusted with exact- 
fter ness to any capacity within length of the posts. 
ind- For savings ledger, liability ledger or any other cur- 
ker- rent ledger use. Exactly the same fine binder as 


No. 69 except that No. 67 is for pen records while 
No. 69 is for machine bookkeeping. 


Attach to Your Letterhead and Mail a 


BAKER-VAWTER CO. 
Benton Harbor, Mich. 


Please send further information on bind- 
ers forthe following purposes; Current 


Records D Transfer Storage. 
Suitable for journals, cash books, draft register, This was our first type of binder for permanent 
and other similar uses. Vast improvement over all ko consecutive filing. Made for thirty-five years al Name - 
other sectional post binders. No key, no fuss; locks and still selling by the thousands. H. 9-26 
itself and stays locked. C/ al 


In writing to advertisers please mention The Burroughs Clearing House 
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Make THIS Winter’s 
Motoring Free From 


Trouble 
at Small 
Coste 


A cold engine is just 
about as inconven- 
ient and exasperat- 
ing as one without a 
starter. The loss of 
time, temper and in- 
convenience generally makes winter motoring an 
unpleasant duty instead of a pleasurable convenience. 
The effects of winter on automobile maintenance and 
automobile life is the greatest single detrimental 
factor. Oil dilution, increased gas consumption, 
scored cylinders, overloaded battery, ruined finish, 
all these and a dozen more occur to hundreds of 
thousands of cars every winter. And every one of 
these costly things can be entirely eliminated if you 
keep your garage only moderately warm. 


DCIENHFIC 
Safety Garage Heater 


completely solves the prob- 
lem of warming garages 
safely, conveniently and 
economically It 


venti- 


of warmth, has no water to 
freeze, requires no care or 
attention, 
dirt or trouble, and oc- 
cupies no needed space 


Free booklet 


Our booklet, ‘‘Winter 
Motoring” tells all 
about the Scientific 
Safety Garage Heater 
and gives valuable 
hints that save time 
and money in winter. 


SCIENTIFIC HEATER COMPANY 
2104 Superior Viaduct, CLEVELAND, OHIO 


DEXTER 
SHaRPENER 


The “Dexter” 


pencil sharpener for the 
well equipped office. 


Sharpens pencils and crayons of 
all sizes — solid tool steel, twin 
milling cutters with adjuster for 
fine, medium or blunt points. A quality 
sharpener which will give satisfactory 
service for many years. 
_ Ask your dealer to show you the 
5 Favorites ( Chicago—$1.00 | 


of the Giant—$1.50 { Rockies 


APSCO Line< Junior—$3.50 
—at all Dexter—$5.00 
Good Dealers | Dandy—$6.00 


Automatic Pencil Sharpener Co. 
Chicago, Illinois 


The ‘‘Chicago”’ 


the world famous | 


A strong “heavy duty”’ } F 
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The Compound Interest Column 


By DON KNOWLTON 


ANKERS might learn one trick 

from the restaurant people. Why 
not get, for tellers, the very best- 
looking girls in the whole city, doll 
them up in nifty uniforms, and just 
the right sort of smiles? It would go 
awfully well in the business section. 


Why are we so limited as to bank 
names? 

Think of the democratic appeal 
inherent in a name such asthe 
“Equality Trust.” Or, on the other 
extreme, consider what a classy clientele 
might be won on the name “Exclusive 
Trust Co. —no pikers need apply.” Or, 
why not “Best Trust Company —Best 
in the Long Run.” Or, signifying safety, 
“Gibraltar Bank” or “Pyramid Trust.” 
How about the “Ladies’ Trust Com- 
pany,” for the residential districts. 
Or, you might try one of these syn- 
thetic advertising names, such as the 
*‘Simcox Savings Bank,” or the ““Tyfol 
Trust.” Or, to be ritzi, the “Sorosis 
Bank” or the “Excelsior National.” 
Really, our lack of originality along 
this line is lamentable. 


Slogans, too —there’s another chance 
for improvement. Why not try — 

“Just a bank that men forget.” 

**And our best friends won’t tell us.” 

“Where dollars mean more than 
friendships.” 

safe as democracy.” 

**Just a mile around the corner.” 


I forgot to say that of course there 
is no charge made for these advertising 
ideas. We are always glad, etc., etc. 
Look at the closing sentence of any 
Trust booklet for the right way to 
say it. 


Harold —Father, when I grow up I 
want to be a big stockholder in-a lot of 
companies. 

Father —Well, Harold, the easiest 
way to do that is to become a banker. 

Harold —But Father, how does one 
become a banker? 

Father —Well, Harold, the quickest 
way to do that is to be a big stock- 
holder in a lot of companies. 


Cashier (to guard) —Did that bum 
get sore at you when you put him out? 

Guard—Not exactly—but he did 
seem a bit put out about it. 


Vice-president—What’s all that 
rumpus down at window number 
three? 

Page —Oh, the Widow Maloney is 
opening a savings account for her dog, 
and they’re taking its fingerprints. 


Wise young business college gradu- 
ate (who never saw the inside of a 
bank)‘**You know, bookkeeping 
methods in a bank must be awfully 
antiquated. I never could see why 
they don’t take all these ‘individual 
books’ that they talk about and 
consolidate them in one big ledger.” 


Old Lady customer—Young man, 
could you tell me where I can get a 
drink? 

Teller, courteously —Oh yes, 
Madam. Just go down the alley next 
to the bank till you come to the barber 
shop. Walk right through the shop 
till you get to the door at the back, 
and then rap three times. When the 
fellow opens the peep-hole, tell him 
you know me and it will be all right. 


What with these boyish bobs and all, 
it’s getting so a fellow has to let his 
hair grow long for fear he'll be mis- 
taken for one of the girls. 


A teller’s idea of revenge would be to 
cash a man’s _five-thousand-dollar 
check in two-dollar bills. 


Head bookkeeper—John, what in 
the world are you doing? 

John—Oh, just putting my clean 
shirts through the check cancelling 
machine. Do it on the tail, and it 
makes a fine laundry mark. 


Teller, to customer withdrawing ten 
dollars in silver—Man, you don’t 
have to test those with your teeth! 
They’re good! 

Canny customer—I suppose they 
are, my boy, but I just wanted to be 
sure you weren’t giving me back one 
that I deposited here yesterday morn- 
ing. 


First teller—So you dreamed you 
went to Heaven, eh? What was it like? 

Seoond Teller —Swell. I dreamed I 
sat in a teller’s cage, and the line in 
front of my window was three miles 
long, and all I had to do was sit on the © 
stool and let ’em read the “Next 
Window, Please” sign. 


Perhaps it was his two years’ 
experience in Washington that was 
responsible for the slip of the tongue 
that one young bond salesman made, 
when he assured his customer that his 
latest issue was “‘as good as a govern- 
ment blonde.” 


President’s son (just out of college) 
I’ve got an idea I know exactly the 
way this bank ought to be run. 

Cashier —So’s your old man. 
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The Time Saving Tray 


ig 
ly 
3 Lightens Book- Keeping Labor—Speeds Up Posting 
id 

The McBee Steel Ledger Tray is a time saver. Office workers prefer it because 
n, it simplifies the handling of ledger cards or ledger sheets. 

a 

The McBee Ledger Tray combined with McBee Metal Tab Guides and McBee 
be Ledger cards or sheets effect marked economies in handling commercial accounts. 
ae 2 This saving can be noted particularly in locating accounts, in removing closed 
op es accounts or adding new accounts. Permits easy reference and is responsible 
“ = for a marked increase in volume of work handled through book-keeping machines. 
op ! The McBee Tray is sturdily constructed of the finest cold rolled open hearth 

steel. Case is a one piece job fitted with a sand blasted aluminum bottom. Satin 
“ - finished solid cast bronze hardware. Capacity 1400 cards or 1800 sheets. Swivel 
is- a casters on base permit easy moving of tray. 


| In every respect the McBee Ledger Tray measures up to the high quality of all i 
Ae McBee Products. It is easily operated and occupies only a small amount of 

space. It is one of a line of steel office equipment occupying a position of leader- 
ship for utility, quality and workmanship. 


ware : : Send for the McBee catalog which gives detailed information or better 
ing & yet let us cooperate with you in choosing the type of equipment fitted to your 
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Twenty-eight 


between 


you and 
depositors 


THE appeal in the advertisement on the right 
will do much to increase the good-will existing 
between you and your depositors. For your up- 
to-dateness in “tying the forgers’ hands,” by 
giving your depositors Super-Safety Checks, is 
one of the most conspicuous services you can 
render them, without adding to your expense. 


In addition to reminding Super-Safety Check 
users of how these remarkable checks guard their 
funds in transit, this advertisement will cause 


other bank depositors to look for the Super- 
Safety Eagle on their checks. In the event 
you are not already furnishing Super-Safety 
Checks, it will interest you to know that they 
can be supplied at probably a Jower price than 
you are now paying. 

A Super-Safety representative will be glad 
to give you prices and full information about 


..., our complete line of bank supplies. Write for 


him to call on you, without any obligation. 


Bankers Suprpty Company, Division of The 
Todd Company, 5961 S. State St., Chicago, 
Ill. Manufacturers of Super-Safety Checks, 
Todd Greenbac Checks, the Protectograph, and 
a complete line of bank stationery supplies. 
Chicago, Rochester, New York, Denver 
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CLEARING HOUSE 


How these colored 
checks “‘tie the hands” 
of the forger 
The sensitive colors of 
safety checks resist alter- 
ation as the plain white 
surfaces of old-fashioned 
checksnevercould! Inthe 
skilfully laid-on Super- 
Safety colors there is un- 
questioned protection for 
your bank account. And 
they serve another im- 
portant purpose — their 
beauty lends distinction 
to your signature. 


classes of criminals 

threaten your money. 
One comprises the thief and 
Steel vaults, 
massive doors, alarms and 
the armed guards resist 
these tangible criminals who would break 


and steal. 


The other class is the forger, a subtle 
oad elusive crook. He steals your check 
in transit, alters—cashes it. The Amer- 
ican Institute of Accountants estimates his 
loot at $100,000,000 each year. 

However, progressive banks take pre- 
cautions to thwart the forger as well as 
the burglar. They extend the modern 
“service of protection” to their depositors’ 
checks while in circulation. They furnish 
Super-Safety Checks which are designed 
to betray the forger’s handiwork. 

Naturally, you benefit when your bank 
furnishes you with Super-Safety Checks. 
Maybe your bank is among the many 


Super-Safety Checks come in several beautiful colors. They are 

often bound in rich, handsome Antique Moorish check books of 

several styles and sizes—desigus convenient for personal and 
business use. 
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thousands of banks now 
supplying these famous 
checks to you. Look in 
the upper right-hand 
corner of one of your 
checks and see if the 
eagle, the symbol of safety, appears sur- 
rounded by the words, “Super-Safety 
Bank Check.” If you use checks thus 
marked, the forger’s “hands are tied” 
should he happen to secure one of them. 


Why the forger fails 


The value of Super-Safety Checks lies in 
the fact that they are designed to prevent 
alteration by knife. ink eradicator or 


Tuis advertisement is the fourth of a 
series of pages in two colors in The 


Saturday Evening Post. 


San cHec® Hoy 
you benefit when 
your bank ties 
the forgers hands 


eraser. Any attempt by these means 
brings a glaring white spot on the surface 
of the intricately tinted stock. Super- 
Safety Checks are never sold in blank 
sheets—they are made only to order. To 
prevent counterfeiting, each sheet of 
Super-Safety paper is guarded as the 
Government guards banknote paper. 


Beautiful as well as safe 


Super-Safety Checks are the most beauti- 
ful as well as the safest checks provided 
by banks today. Their colors are invit- 
ing. Their designs beautifully executed. 
It is a pleasure to write on them and a 
distinction to send them out. 


Sample test-check and booklet FREE 


Test for yourself the power of Super-Safety 
Checks to prevent alterations, to make your check- 
ing account secure. Send for a sample check with 
detailed instructions for testing it. Receive, also, 
the valuable booklet, ‘How to Get More for Your 
Money.” Bankers Supply Company, Division of 
The Todd Company, sole manufacturers of Super- 
Safety Checks, Todd Greenbac Checks, and the 
Protectograph. Chicago, Rochester, New York, 
Denver. 


BANKERS SUPPLY COMPANY 
DIVISION OF THE TODD COMPANY 
6961 S. State St., Chicago, Ill. 


Bow get more 
YOR 

I desire to test the Super-Safety Check. 
Please send me a free sample test check and 
anal booklet, ““How to Get More for Your 
Money.” 


Name. 


Street. 


Town State. 
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With the Camera 


MORRIS 


PAAN - FINANCIER 


Th Old Nati 1-City Bank. of Li Ohi COPYRIGHT, INTERNATIONAL NEWSREEL 

| will Unveiling the heroic statue of Robert Morris which stands on the steps 
nine Gear ia trent end two messanine Goore in the of the Customs House in Chestnut Street, Philadelphia. Three genera- 
o—_. the « ining twelve floors will be offices tions of the Morris family appear in the picture 


The bank of the nation, Buenos Aires, Argentina 
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The home of the First National Bank in Los Angeles aeier "iar 


BENEDICT AB BRADSMAN | CT. EVERETT 


CRANE 


A thermometer gauged the “heat”? and f rogress of a loyalty campaign 
conducted by the irst National Bank OF Tulsa, Oklahoma. The 


campaign brought in $2,564,000 new business—more than five times 
the original goal of a half-million 


The interior of the new home of the Phoenix National Bank, of Hartford, Connecticut. The 
arched panel surrounding the clock in the background is a built-in map of the city 
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ERE is one organization, devoted to 

the solving of business problems, the 

combined. business experienceof whose 
executives would total over ten thousand years! 
Rand Kardex Bureau is composed of hun- 
dreds of business experts, whose sole task in 
life is that of solving the problems of busi- 
ness. Over one million concerns have been 
helped on the path to greater business profits 
through the efforts of these men. They have 
behind them this stupendous library of crys- 
talized experience, available at their com- 
mand, to serve the needs of business. They 
have before them the knowledge that the 
world needs the service they have to offer. 
Call in one of these business specialists— the 
Kardex Man—your local telephone directory 
will tell you where to find him—or write 
Kardex Rand Sales Corporation, 772 Kardex 
Park, Tonawanda, N. Y. 


RAND KARDEX BUREAU 


Tonawanda, New York 


business 


Thirty-three 


CLEARING HOUSE 
| 
; 
tka 
{ 
) | me) 
| B | 
i 
In writing to advertisers please mention The Burroughs Clearing House oe 


Thirty-four 


A double-entry system 
with complete control in 
One Practibilt Binder! 


FauLt.Less BookKEEPING is the 
ideal accounting system for the small or 
medium-size business. In five minutes 
or less, at the close of each day, anyone 
can obtain from it accurate daily, 
weekly, or monthly statements of as- 
sets and liabilities, profits and loss! 


The proprietor of the business can 
use the Fauttiess System himself. No 
experienced bookkeeper is needed, for 
one book only is used—a PractisiLt 
Binper—and entries are quickly, easily, 
and accurately made. Every small 
business needs this system because it en- 
ables the merchant or manufacturer to know 
his exact financial standing from day to day. 


§ Reasons for the Success of 
Faultless Bookkeeping are: 
The easily-obtained knowledge of 


Amount of merchan- 
dise bought and sold 
to date; 
Amount owed by 
customers; 
3 Each item of ex- 
pense; 
Profits for any period 
of time; 
Profits 
counts; 
Correct figures for 
fire loss adjustments; 
4 Correct figures for 
* “ income tax reports; 


; 8 Correct record for 


government 
or’s audit. 


dis- 


LOOSE LEAF BOOKS 


( ITLESS 


STATIONERS LOOSE LEAF CO. 
CHICAGO MILWAUKEE. NEW YORK 


Descriptive Literature 
Free on request 


THE BURROUGHS 


Mexico’s New Farm Credit Bank 


(Continued from page 19) 


to buy work animals, implements 
and seed, or to pay their own living 
expenses during the first crop year. 
While the new agricultural bank has 
many other functions, its basic purpose 
is to help these small farmers get on 
their feet. 

In the opinion of the newspaper 
Excelsior, of Mexico City, the farm 
bank is of even more importance to the 
country than the new Banco de 
Mexico, since its aim is to revive the 
badly shattered national agriculture, 
and help the nation to at least feed 
itself. Once established, and the farm 
credit system working smoothly, the 
land bank will also be a vast aid to the 
government itself, by enabling it to 
collect many of the land taxes now in 
arrears. For—say the terms of the 


HE high degree of care which an 
executor or trustee must exercise 
in the investment of estate funds is 
brought out in the case of Willis vs. 
Braucher, a decision of the Ohio 
Supreme Court reported in 87 N. W. 
185. 
In this case the evidence showed that 
a will authorized the trustee named to 
invest “the proceeds arising from any 
such sales in such manner as she may 
think best,” the trustee was informed 
by business men of good standing and 
judgment that the stock of a certain 
Ohio bank was a safe investment, an 
Ohio lawyer of high standing looked 
into the will and the financial standing 
of the bank, and also advised the invest- 
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ment. In addition, the trustee obtained 


The exterior of the new bank in Mexico City 


new law setting it up —his title to his 
land is secure against any risk of 
seizure under the agrarian law. 
Eventually, then, as landholders feel 
more secure, and are able to farm their 
lands in security and at a profit by 
means of loans at low rates, there will 
be a chance for tax collectors to show 
better results. 

No more interesting financial enter- 
prise has been undertaken by the 
Calles administration —which has done 
so much to rehabilitate the treasury of 
Mexico. With the peasantry the farm 
credit plan is very popular. At a mass 
meeting in Yucatan, says a_ press 
dispatch to a Mexico City daily, 2,000 
workers subscribed $2 each, to help 
that state raise its quota for stock in 
the new farm bank. 


‘“As She May Think Best’’ 


a sworn statement from the cashier of 
the bank showing that it was in excel- 
lent financial standing, and, acting on 
these facts, the trustee invested part 
of the estate funds in the bank stock. 
Later on the bank failed and the 
beneficiaries under the will attempted 
to hold the trustee personally liable for 
the amount invested. 

In view of the wide discretion given 
to the trustee under the will, and the 
good faith and care exercised by the 
trustee, the Ohio courts in the case 
referred to decided that the trustee was 
not personally liable, but if the will 
had been worded differently or if he 
had exercised less care the decision 
would have been in favor of the per 
sonal liability of the trustee. — M. L. H. 
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Dictograph 
MASTER STATION 


to know whats the matter with the telephone service 
in your office, here’s your chance 


GIVE that pulchritudinous plug-puncher of yours 
a day off and pinch-hit for her just once. 
Before the first illuminating hour is up, you'll find 
out why your subordinates’ phones are busy when 
you wish to talk with them, why outsiders calling 
you must “hold the wire, please” so often. 

You'll discover the reason for the frequent delays, 
the wasted minutes, the needless steps, the frazzled 
nerves that daily result from such telephone service. 

You'll learn that you’re asking more of the over- 
worked telephone than it can possibly give, promptly 
and efficiently. 


And you'll decide to take immediate steps to 
remedy the situation. You'll arrange fora demon- 


stration of the Dictograph—the tried and true system 
of interior communication that takes the unfair bur- 
den of inter-office calls off the office switchboard and 
leaves your telephone free for its regular job —taking 
care of the outside calls. : 


Write to the DicroGrapH Propvucts Corpo- 
RATION, 220 West 42nd Street, New York, or to any 


of our branches or agencies, located in principal cities, 
for a demonstration of the 


DICTOGRAPH 


SYSTEM OF INTERIOR TELEPHONES 
Get your man...no waiting ...no walking 


Send me a 


Name 


copy of your booklet, 


Address 


BUSINESS AT FINGER TIPS’’ 
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Architect's drawing of new 36-story building of The 
Equitable Trust Co., New York, Trowbridge 
& Livingston, Architects. 


Rivet -Grip Vault 
Protection, ofcourse 


Institutions like the Equitable 
Trust Co. make no experiments in 
protecting their vaults; they cannot 
takechances. Tests at Sandy Hook, 
conducted by Federal Reserve Bank 
Architects and Vault Engineers have 

roved unquestionably that the 
Rivet-Grip System gives balanced 

rotection. A vault reinforced with 

ivet-Grip has equal strength at all 
points and the vault floor, walls and 
roof have resistive value equal to 
the strongest doors. Rivet-Grip 
vaults have successfully resisted 
all known methods of burglarious, 
or riotous attacks. 


For this reason, Rivet-Grip Bank 
Vault Reinforcement was chosen for 
the three story vault in the new 
$14,000,000.00 building of the Equit- 
able Trust Co., at Broad and Wall 
Streets, New York City. 


This building is located in the very 
heart of the financial center of the 
world, where billions in currency and 
negotiable securities must be care- 
fully guarded. 


Rivet-Grip Bank Vault Reinforce- 
ment is installed in nine Federal 
Reserve Banks as well as more than 
250 smaller national and state banks 
throughout the country. 


A Rivet-Grip Bank Vault installa- 
tion is as practical in a small bank 
as it is in the largest institutions of 
the world. Send for our brochure 
which contains valuable informa- 
tion on the design and construction 
of modern bank vaults. 


The Rivet-Grip Steel Co. 


STEEL Joists 
Bank VAULT REINFORCEMENT 


2743 Prospect Ave., Cleveland, Ohio. 


Rivet Grip 


BANK VAULT. REINFORCEMENT 
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For the F. A. A.—Industrial Day 


IFTY men and women on twelve 

committees have been working hard 
for six months to the end that members 
of the Financial Advertisers’ Associa- 
tion who attend the Convention at 
Detroit, September 20-23 may never 
forget their visit. 

As America’s largest and most active 
industrial city, Detroit holds much of 
interest for visitors. And for F. A. A. 
delegates, the Entertainment Com- 
mittee have naturally selected the 
best. Thursday, September 23, will 
be known as Industrial Day. 

Early Thursday morning, the mem- 
bers will be transported in Detroit 
made autos to the world’s newest and 
largest steel mill and other allied 
industries of Henry Ford at his mam- 
moth River Rouge plant —five miles of 
buildings. 

Here ore from Ford’s own mines, is 
brought on his own boats, going into 
this gigantic plant and coming out at 
the other end as finished parts for 
autos and tractors, glass is made, rolled 
and cut. Every scrap and by-product 
is saved and used 

From this plant, delegates will be 
taken to Ford’s Administration Build- 
ing (laboratory) at Dearborn. Here 
they will see experts at work on all of 
his endless activities and experiments 
—everything from airplanes to railroad 
engines. Few residents of Detroit have 
seen them all. 

Then there will be an enjoyable 
lunch at a country inn and a likelihood 
of hearing Mr. Ford’s nationally famous 
Old Time Dance Orchestra, whose 
music has been broadcast on the radio 


so often. After lunch, a trip to the 
Ford Airport, to see his mail and 
express transport planes come and go, 
inspect his latest types of freight and 
passenger planes (all metal), see the 
mooring mast for dirigibles and per- 
haps witness a flying demonstration. 

Other instructive and _ interesting 
sights will be the huge General Motors 
Building, the world’s largest office 
building, three miles from headquarters 
hotel; the new $5,000,000 Masonic 
Temple; the world’s tallest hotel; the 
37-story Book Tower and the founda- 
tions for its larger twin which is to be 
81 stories high. 

At the Campus, near City Hall, 
there is traffic far heavier than New 
York’s busiest corner and a few blocks 
farther south delegates may take the 
ferry and make an international trip 
of it —to Canada south of Detroit. 

Then there is Belle Isle, America’s 
largest play-ground island; the color- 
ful Yacht and Boat clubs; the never- 
ending stream of Great Lakes boat 
traffic on the Detroit River. 

For those who prefer, there will be a 
trip through Ford’s Highland Park 
Plant —finished cars off the assembly 
lines at the rate of four a minute. 
There are many other mammoth 
auto and industrial plants, including 
Cadillac, Packard, Lincoln, Dodge, 
Paige, Hudson, Essex, Graham Brothers, 
Continental Motors, Michigan Stove, 
Burroughs Adding Machine, Fisher 
Body, U.S. Rubber, etc., 

At every bank and trust company 
the members will find a welcome and a 
chance to “‘talk shop.” 


A California Forgery 


“Tt AM enclosing herewith two checks 
for $2,000 drawn by Thing Bros. 
on the X bank, payable to me, and 
duly indorsed. Kindly send me $1,700 
by the conductor of passenger train 
No. 63, and open a checking account 
for me with the balance of $300,” the 
letter read. The letter was signed 
“E. E. Snyder,’ and the checks and 
indorsements were apparently regular. 
The Y bank, to which the letter was 
addressed, credited the $2,000 to a 
new account in the name of E. E. 
Snyder, stamped the checks “Paid,” 
according to a regulation of the clearing 
house, and collected the checks from 
the X bank, through the clearing house 
in due course. 

As the Y bank did not care to leave 
$1,700 at the railway station over 
night, which would be necessary to 
send the money by the conductor of 
passenger train No. 63, the bank for- 
warded the money by registered mail, 
and later on at the request of “Snyder,” 
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the balance of $300 was forwarded in 
the same way. 

Over two months later the X bank 
returned the checks to Thing Bros., 
Thing Bros. discovered that the checks 
were forgeries, promptly notified the 
X bank, Snyder was arrested and con- 
victed, repaid $500 of the money to 
the X bank, and that bank sued the 
Y bank in the California courts for the 
balance of $1,500. The report of the 
case may be found in 241 Pacific 
Reporter 945. 

The result of the decision was that 
the X bank must stand the loss, on 
the familiar ground that a bank is 
supposed to know the signatures of 
its own depositors. 

It was contended, however, that the 
fact that the Y bank accepted the 
checks from a stranger by mail was 
sufficient to change the rule, but the 
courtruled otherwise, as itappeared that 
there was a custom of the banks of that 
city to do business in this way. — M.L.H. 
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Looming up with a majesty born of 
physical strength and architectural 
beauty the First National Bank Build- 
ing is silhouetted against Detroit’s 
skyline in the very center of its 
rugged contour. 


Among the structures most essential 
to every community are those housing 
the banking institutions, for banks 
provide a service which is vital to the 
creation and maintenance of sound 
business relations. 


So down through a period of over 62 
years the First National Bank has 


grown step by step with the city of 
Detroit. 


Every convenience and accessory 
known to modern day banking practice 
is incorporated within the physical 
equipment, invested capital and trained 
organization of the First National 
Group. 


For industrial and commercial enter- 


prises the First National Bank provides 


Skyline and 


an 


aspecializedservicedesigned to function 


efficiently and intelligently throughout 


the world. Collections, letters of credit, 
credit information, foreign exchange, 
commercial loans, safety deposit vaults 
are just a few features of this service. 


With 28 branches located strategically 
for its customers’ convenience, the 
Central Savings Bank brings all of the 
complete cycle of service found at the 
main office of Banking Headquarters 
to the center of the many communities 
composing the city of Detroit. 


Through the First National Company 
of Detroit investors may select sound 
securities to meet their individual re- 
quirements. Quotations on listed and 
unlisted bonds or stocks are promptly 
secured at all times over private wires 
to its New York and Chicago offices. 


Thus the first National Group stands 
ready to serve as Banking Headquarters 
in Detroit for bankers, manufacturers 


and individuals. 


CENTRAL SAVINGS BANK 
® FIRST NATIONAL Co. / DETROIT 


Thirty-seven 


BAH N, G 


HEA ODQU,AR 


RS 


In writing to advertisers please mention The Burroughs Clearing House 


| 
ks 
he 
rip 
as 
= 
rer- 
oat 
ea 
ark 
bly 
ute. 
oth 
jing 
dge, 
1ers, 
ove, 
sher 
yany 
nd a 
AR 3a 4 
Se 


Thirty-eight 


“Steel-Strong” 
Mechanical Coin Teller 


Sorts and Counts in one operation 


1,000 Mixed Coins Correctly Sorted 
Correctly Counted in one minute 


So fast in action that it may be economically 
used in counting very small lots of coins whether 
mixed or separated. Makes small savings 
accounts profitable. By its use you can accept 
mixed deposits from any source. Users of these 
machines will tell you they are indispensable. 


TWO MACHINES IN ONE 
AT COST OF ONE 


Shipped on 10 days free trial 


The C. L. Downey Co. 


938-940 Clark St. CINCINNATI, OHIO 


Some -of the 


BIG 


Boys Using the 


PERATION 
ONE 


SYSTEM 


Union Savings Bank, Augusta, Ga. 
Kalamazoo National Bank, 
Kalamazoo. Mich. 
South River Trust Co., 
South River, N. J. 


North American Banking & Savings 
Co., Cleveland, Ohio 


Carlisle Trust Co., Carlisle, Pa. 


Merchants National Bank, 
Harrisburg, Pa. 


Mechanics Trust Company, 
Harrisburg, Pa. 


Johnstown Trust Company, 
Johnstown, Pa. 

This is only a few of the thousands of 

Banks using this system daily. May we 


mail you our booklet and samples? Your 
Bank needs this system. 


Union Savings Systems Company 
Lancaster, Pa. 


for paper, card, cloth, 


$3,500.00 


are directing the advertising appro- 
priations of banks that expend a $43,000 
banks that expend 
less—GETT mri RESULTS 
FOR THE EXPENDITURE 


Our fees are reasonable and based on the 
work required. 


Now in position to handle one or two more 
clients in Central West. Information gladly 
given, On request. 
Bankers Publishing Company 
Financial Advertising Agency 
Toledo, Ohio. 


Dead Timber 


There is no dead timber in 
the circulation of BUSI- 
NESS. The 173,734 men 
who receive it—and read 
it—are the livest executives 
in the country. 


If you are advertising to 
the rich business market, 
these executives are the 
men you want to reach. 
Write for rates and other 
detailed information. 


BUSINESS 


Burroughs Ave. and Second Blvd. 
DETROIT 


THE BURROUGHS 
A Bank’s Medallion 


put to interesting special uses, of 

singularly interesting design is the 
official medallion of the Denver 
National Bank, of Denver. 

The finishing touch of a de luxe 40th 
Anniversary Brochure, of the Denver 
National Bank, was a medallion, made 
of leaf bronze, 134 inches in diameter, 
given a central position upon the front 
cover. Window displays of the in- 
stitution have from time to time used 
immense replica 
of the medallion, 
some three feet 
in diameter, as a 
central feature. 
These giant 
medallions, of 
which the bank 
has six, cost 
about $100 each. 
Their first use was during the bank’s 
fortieth anniversary when they were 
placed upon outside pillars. 

Harold Hull, a foremost Colorado 
artist, designed the medallion. He 
constructed it for high artistic excel- 
lence—and, in so doing, based it 
entirely upon the traditions of the 
bank. The result was accomplished 
through combining in the medallion 
the design of two public monuments to 
men who had been foremost in affairs 
of the Denver National Bank — Dennis 
Sullivan, a director from the earliest 
days of the bank, and a vice-president 
from 1902 to 1915; and Joseph A. 
Thatcher, founder of the bank, for 
twenty-nine years its president, and 
chairman of the board of directors 
thereafter until his death in 1918. 

To perpetuate the name and mem- 
ory of Dennis Sullivan, John C. 
Mitchell, for years his friend and 
associate in the bank, gave to the city 
of Denver the impressive entrance to 
the esplanade leading into City Park. 
This is known to the people of Denver 
as, ““The Sullivan Gateway.” 

The Sullivan gateway appears in the 
foreground of the Denver National 
Bank’s medallion. Back of it is the 
Joseph A. Thatcher fountain in City 
Park, presented to the community by 
Mr. Thatcher during his lifetime. 

The combination of the two pro- 
duced an exquisite artistic effect. 

Handlettered with dignity and beauty 
is the bank’s name in two lines between 
and below the gateway, which is the 
central feature on the medallion. At 
either side of the central fountain —at 
the top, are words “Est. 1884.” 

This medallion was created for 
special occasion, an anniversary ob- 
servance to the success of which it 
undoubtedly contributed. Very likely, 
a variety of ways to use bank medal- 
lions could readily be developed —in 
window display, on stationery, in 
booklets, and so on. — John T. Bartlett. 
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When you lock your office at night 
are your records 


ket STEEL Office Equipment, Safes and Files 
d—in ART METAL CONSTRUCTION CO., 


in 


ANY a man goes home at night believing that 

his vital business records are safe because he 

has turned the key. ..... He has not 
counted on the greatest thief of all— Fire! 


Fire laughs at bars and bolts. It may not destroy a 
fireproof building, but it will devour its contents. 


House your records where they are com- 
pletely protected—under all conditions and 
at all times—in an ART METAL SAFE. 


ART METAL SAFES not only meet the rigid tests of 
the Underwriters’ Laboratories, but for more than a 
decade have withstood the fiercest fires, bringing their 
contents through the flames undamaged. Their resis- 
tance to fire and impact is known to far exceed the 
actual fire conditions they may ever have to meet. 


Not only will an ART METAL SAFE protect its con- 
tents now, but it will do so fifty years hence. ART 
METAL engineers, after years of research, have de- 
veloped the special “Mono Dry Insulation”, a new dry 
moisture insulation becoming most effective only when 
subjected to intense heat, and maintaining its resistive 
qualities 100% during the lifetime of the safe. 


ART METAL SAFES are not bulky or cumbersome. 
Flexible, interchangeable interiors make every ART 
METAL SAFE a custom-built model fitted to your 


business needs, forming an active part of your office. 


SAFE 


- JAMESTOWN, N. Y. 


Thirty-nine 


Art Metal Mono Dry Insulated Safes 
carry the Underwriters’ Laboratories 
Labels—Class A and Class B. Ten sizes. 


Send today for the Art Metal Safe Cat- 
alog, an answer to every risk surrounding 
your records. Use the Coupon. 


| Art Metal Construction Co., Jamestown, N. Y. 


Kindly send Safe catalog. 


Address -------------------------------+- 


urtlett. 
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Handsome 
checks 
Modern banks 


combine beauty 
with safety—as wit- 
ness, for example, 
their buildings. 

Their checks, 
too, are handsome 
as well as safe— 
made on National 
Safety Paper. 

This safety paper 
is made in many 
beautiful colors. 
By choosingacolor 
of ink that will 
harmonize with 
the paper, your 
lithographer can 
produce a really 
outstanding check 
form. 

Write us for 
samples. 


ELST 


George La Monte & Son 
Founded 1871 


61 Broadway, New York 
National Safety Paper is also made 


in Canada by George La Monte 
Son, Lid., Toronto 


THE BURROUGHS 


The Diplomat 


(Continued from page 9) 


up. “Hey!” he half yelled in his 
excitement. “‘My name is Vipond and 
I’m president of the Wrynose Trust 
and I’m here to tell you that after this 
talk you’re making, you couldn’t 
wedge an account in my bank with a 
crowbar, and if I can get my hands on 
Mr. Bero he’ll be persecuted —I mean 
prosecuted — according to law.” 

There was a slight rasping noise at 
the open window where Oliver Bero 
had sat. Those nearest knew it was 
his suspender buttons glancing off the 
sill as he left. 

“What do I hear?’ shouted the 
chairman. And wondering heads twist- 
ed from the baldknob of the Wrynose 
president to the chairman. ‘‘What do 
I hear?’ voiced the strained but 
impartial voice of the chair. 

*“You hear me,”’ said a woman stand- 
ing up and revealing a tight little 
walnut of hair on the top of her hatchet- 
shaped head. “They’s more banks 
than one. What’s the matter with the 
Locust National Bank up north of us? 
Let’s try ’em,”’ shouted the woman as 
she sat down. 

One of Mr. Clutchbill’s lieutenants 
who had received a five-dollar bill 
as a retainer now arose. 

“Folks,” he began in a soft, purring 
voice, “I knew a feller that had a 
experience with the bank up north and 
I’m here to tell yuh they'll pick yuh 
right in daylight—no foolin’, now, 
folks.” The man edged toward the 
window where Oliver had lately been 
seen to leave. 

“Well, my gosh! if this ain’t a 
humiliating place,’’ said Director 
Clutchbill out loud. 

He didn’t need to urge the presi- 
dent of the Locust National to his feet. 
That gentleman was already talking 
in a high soprano. 

“If that last snit-brained idiot will 
step this way — —”’ 

Director Clutchbill pulled him down 
by the main strength of two horny 
hands attached to the speaker’s coat 
tails. Men began to stand up like 
ten pins over the darkened hall. There 
was a low growl in the air. The 
chairman hammered them down with 
difficulty and with a little tomahawk 
which looked as though it might be 
needed later. 

A villager arose, a lawyer by trade 
and a light-weight by pocketbook. 
‘Mr. Chairman,” he pronounced in a 
tone that promised oil the first day, 
‘**has not the matter now become sim- 
plified? Only one handy bank remains, 
the Pecue River Savings Bank & Trust 
Company down the line south of us. 
They reach out for business. Can we 
not find a harbor there? Let us try.” 

A heavy baritone came from the 
open window at the side of the hall. 
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“Friends, I ain’t a orator, but I feel I 
ought to tell you that I have twice 
been in the bank last named, and each 
time the cashier had his hat on and 
there was always a yellow valise in 
sight.” 

“What! squealed the president of 
the last named bank, jumping to his 
feet beside Mr. Clutchbill. 

Director Clutchbill got up hurriedly 
and put on his hat. “Boys —boys! it’s 
time. We got to go. The big one will 
go three pounds and a half—not a 
ounce under. Come on! You can toss 
a coin for first chance.” 

The last angry bank president 
hesitated, shook his fist once at the 
people in the hall and hurried after 
Director Clutchbill. 

Mr. Clutchbill talked rapidly to his 
guests as he led them toward the bank. 
“Boys, don’t get mad at nothin’. The 
crowd back there are sore because our 
bank had put a service charge on their 
peewee accounts. Butright now you're 
goin’ to be rewarded for this here un- 
pleasant half hour which I’m surprised 
I so little foreseen.” 


E car was chosen at the bank 
curb. All the tackle was placed in it 
and the four men sped to Mr. Clutch- 
bill’s yard. Out in his mowing they 
trailed over the stubble till the reflec- 
tion of an early moon sailed on a dark 
pool of water. It was the posted 
brook running through Director Clutch- 
bill’s property. 

‘Get your tackle ready, boys. Here’s 
the pool.” 

All being strung up, they gathered 
around Mr. Clutchbill with curious, 
dangling hooks. 

“Don’t crowd, boys. I got the bait, 
all right. We got to flip up coins for 
first place.” 

The odd toss went to the bald- 
headed president from Wrynose. 

The old director pulled a bottle from 
an inside pocket. It began to glow in 
spots. He uncorked it and shook out 
a bug. 

“My gosh! lightning bugs!” howled 
the three presidents together. 

“Put ’em on careful so’s not to 
extinguish their glims. Take off that 
sinker, Mr. Vipond, and then sling 
out the bug gentle on the middle of 
the quiet part of the pool.” 

The thing was done. The bug hit 
the water with its light.turned on. 

Pswitt! the pool boiled. The bald- 
headed man heaved and a long breath 
whistled up his nose. It was not a 
place nor a time to linger over a landing. 
With straining rod and line the trout 
uncorked from the pool and flapped 
shoreward like a duck on a halter. 

“Light a match! Light a match!” 
howled Mr. Clutchbill. 

(Continued on page 42) 
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WE make only one grade of Safety Paper—the best we can produce. 
There should be no compromise with safety. 


Hammerm Il produces the pulp, makes the pulp into paper and then sensitizes 
that paper to produce Hammermill Safety—in one mill under one control. 


The result is superior quality, a strictly standardized high grade Safety Paper. 
We will be glad to send you samples of Hammermill Safety. 


HAMMERMILL PAPER COMPANY, ERIE, PENNSYLVANIA 
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“The Big Parade’ 


is forming. Get in line with the many banks 
successfully solving endorsing problems with 
INTERNATIONAL CHECK ENDORSERS. 
The complete Line for the complete solution. 
Single Feed or Quantity Feed according to 
requirements of your individual system 


Automatic 
Quantity Feed 


Model 


New 


Single Feed Model 
“JUNIOR” 


THE INTERNATIONAL POSTAL SUPPLY COMPANY 
of NEW YORK 


634 Prospect Place, Brooklyn, N. Y. 
© 


~also manufacturers of ‘‘“SEALOMETER” metered mailing 
machines. Send for booklets today. 


SAFEGUARD 


The operation of your Burroughs by insisting on genuine Burroughs 
non-lint roll paper. 


Ordinary paper often contains lint or minute particles of paper dust 
which fly into the machine and ultimately cause mechanical trouble. 


You can get it from your local Burroughs agency, or, if you wish, 
you can order direct from the factory. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 
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THE BURROUGHS 
(Continued from page 40) 


Two flaring matches were lowered 
over the flapping trout. 

“Gosh! it’s only the little one,” 
announced the old director. 

Coins being tossed again, it came to 
the president from the north to cast. 
He was a bit taller than the bald- 
headed president and dropped a dainty 
firefly on the pool. The bugs did 
the work. The next trout fluttered 
beside the first. 

When the matches flared, Mr. 
Clutchbill pronounced judgment. 
“‘Ain’t that queer? Fate has prevailed! 
You are catchin’ ’em accordin’ to size; 
the littlest trout went to the shortest 
man, and here’s the medium one goin’ 
to the next tallest man. The last one 
which I have named “Old Ironsides” 
has got to go to our brother from the 
south.” And it was so. 

Early the next morning Director 
Clutchbill shuffled into the bank, 
entered the front office and leaned over 
cashier John Atwood’s desk. 

““‘What happened at the meetin’ last 


night? I left before it was over —that’s - 


how I’m able to be here now.” 

John looked at the old gentleman 
curiously. “Didn’t you hear? They 
never did a thing; that is, they broke 
up after the chairman had talked sense 
into them and told them to put their 
littke accounts in the Savings Depart- 
ment of our bank. But they say 
Oliver Bero and two other citizens got 
nervous over the doings at the meeting 
and have gone off into the woods to 
camp for a while.” 

“IT wouldn’t wonder,”’ nodded Direc- 
tor Clutchbill. ‘They won’t suffer 
none; they’ve got fifteen dollars be- 
tween ’em.” 


Order of Business of Noon 
Committee Meeting 


Discussion of bill of fare. 

The day’s murder. 

The stock market. 

Golf. 

Prohibition in politics. 

Bootleggers. 

Recipes. 

The latest story. 

Bridge. 

Automobile models. 

Radio. 

Business of the meeting (three min- 
utes). 

Adjournment. 

D. S. K. 


We respectfully suggest to M. Aris- 
tide Briand, the eminent French cabi- 


net maker, that he would do well to 
employ the methods used to secure 
quantity production by M. Henri Ford 
of Detroit. — Nashville Banner. 
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the Patented Wind-proof 
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Signature Card filing 
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ink, Closed and Filled 
Sliding Desk Top 
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their 
part- HIS new “Y and E”’ Commercial Bookkeeper’s | TE 
‘ pe Desk is designed especially for use with mechani- 
mg {| cal accounting systems in banks. 
alias | In the space usually occupied by the folding leaf 
Jirec- of a bookkeeping machine, this desk provides a 
suffer wind-proof check and deposit slip sorter, a signature 
s be | card file, a check file, and extra space for stationery 
storage. 
: Installation of “Y and E” 
baal The new desk is of steel throughout, finished in a 
00 olive green and trimmed with bronze. The top is 
4 covered with durable green linoleum and is provided 


i 


| 


with a guard rail at back and sides to prevent papers 
from being blown off or brushed off. 


The front, top, bottom and back are of “‘Y and E”’ 
fire-wall construction—steel plus asbestos. 


Write for complete circular describing this desk, 
together with our new “YY and E” book of office 
equipment. 


“Y and E” Bookkeéper’s 


mit | ‘YAWMAN FRBE MFc.(0. 


Bank, Philadelphia, Pa. 


5. K. i 907 JAY STREET ‘ . ROCHESTER, N. Y. YAWMAN AND ERBE MFG. CO. 

: 907 Jay St., Rochester, N. Y. 

Steel and Wood Filing Cabinets—Steel Shelving 
Desks—Safes—Office Systems and Supplies 
well to | Bank and Library Equipment 
secure 


Forty-three 

esks in Ardmore National 
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an 
Hotel 
Distinction 
Newest and 
most mod- 


ern Hotel in 
Saint Louis. 


Inthecenter 
of business 
and theatre 
district. 


Has the quiet 
refinement of 
an exclusive 
club. 


400 Rooms 

400 Baths 

Rates from 
$3.00 


CharlesHeiss, Mgr. 


Young or Older Men 
INCREASE YOUR INCOME 


SPARE OR FULL TIME 


How Merchants Can Save 


In every town there are merchants who 
have bookkeeping problems. To them 
you can sell with ease the MARTIN 
BAER Simplified Accounting System, 
which enables them to keep an accurate 
set of books 
bookkeeper. 
This system includes a complete set of 
books for the accounts of an entire year. 
Endorsed by experts as the best of the 
many simplified bookkeeping systems on 
the market. Offered at a nominal cost 
with an unusually liberal commission to 
representatives. 


FREE 


Income Tax Service 


You not only sell this system, but you 
also offer the ABSOLUTELY FREE 
SERVICE FOR A YEAR of Martin Baer 
& Co., New York accountants. This 
service includes advice to all subscribers 
to the System on INCOME TAX 
matters, as well as answers to any ques- 
tions relating to their books that may 
arise during the year, thus actually 
saving the expense of a bookkeeper or 
accountant. 

Write us now for representation for this 
service in your territory and make big 
earnings. Address Dept. F- 


MARTIN BAER SYSTEM 
152 West 42nd Street, NEW YORK CITY 


the Hire of a Bookkeeper | 


without employing a | 
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Identified With Flower Culture 


(Continued from page 16) 


because advanced gardeners were al- 
most sure to win. Since, the classes for 
amateurs, or beginners, and advanced 
amateurs have been divided. Amateurs 
may now enter any of the classes, but 
those who are designated as advanced 
amateurs are excluded from the begin- 
ners’ classes. The qualifications are 
determined by the number of varieties 
and plants the contestants have in 
their gardens. This method has proved 
very satisfactory. 

During the summer of 1922 a group 
of persons who were interested in flower 
gardening got together following one 
of the shows and decided to organize a 
garden society, similar to organizations 
in other cities. The result is an active 
wide-awake organization of about 250 
members known as the Garden Flowers 
Society of Indianapolis. While all 
members have a common interest in 
the general society, there are sub- 
ordinate groups whose chief interests 
areinspecific flowers. Flower-gardening 
is a hobby with many of the members, 
and most of these flower “fans” are 
partial to one flower, although in some 
cases there is a division of interest 
between peonies and iris by those who 
go in for perennials. The groups, 
through committees they select, co- 
operate with the trust company in 
staging the shows. The committees 
solicit the prizes and provide the 


judges, and the society is given credit 
in all publicity for its co-operation, 
A meeting place for the society was 
provided by the trust company until 
its membership outgrew the quarters 
which were available. 

The prize list for one of the shows 
last year contained offerings of plants, 
bulbs, and roots aggregating $300.00 
in value. Prizes are contributed by 
commercial growers and bulb and seed 
dealers throughout the country. Proper 
credit for their generosity is the induce- 
ment offered them. It is not unusual 
to have prizes offered which exceed the 
three prizes required for each class. 
Blue, red, and white ribbons are also 
awarded. These are often of greater 
import to the winners than the tangible 
prizes they receive. Silver cups and 
medals, provided by the Bankers 
Trust Company, are awarded as sweep- 
stakes prizes. Winners are deter- 
mined by credits of competitive points 
on their first, second, and third awards. 
A medal is the sweepstakes in the ama- 
teur division of each show and a silver 
cupisawarded inthe advanced divisions. 

Bulletins giving full descriptions of 
the classes and prizes are mailed to a 
list of about 750 persons who have 
indicated that they are interested in 
the shows, and the exhibitions are 
advertised in the newspapers. Gen- 
erous co-operation is given by news- 


In writing to advertisers please mention The Burroughs Clearing House 


Forty-four 
Z 
oO 
§ 
USA. 
: 
| | 
eed 
| 
¢ 
| 


CLEARING HOUSE 


papers in handling preliminary 
propaganda and in announcing the 
naies of the winners. Every year 
new entries are received, and the 
quality of the flowers has grown better 
from year to year. 

It is interesting to observe the effect 
of the floral displays on the customers 
who enter the bank lobby. Faces 
become animated. Depositors, some 
of them, can hardly spare time to 
transact their business in their eager- 
ness to inspect the flowers at shorter 
range. Of course, now and then some 
habitual ‘“‘grouch”’ fails to appreciate 
the beauty of the displays, and acts 
as if he is bored. But he is the excep- 
tion to the rule. Most of the bank’s 
customers who get in on “‘flower-show”’ 
days indicate by their actions that 
they appreciate the “treat,’’ and many 
make it a point to commend the floral 
program. 


Two Chattel Mortgages 
and a Grasping Bank 


N Oklahoma tenant couldn’t pay 

his rent. 

“You can hold on this year if you 
give me a mortgage on the crops to be 
produced on the farm,” the landlord 
agreed, and the crop mortgage was 
duly signed and recorded. 

“We can’t carry you any longer, 
unless you give us a mortgage on.the 
crops to be raised this year,” the local 
bank told the same tenant. 

“The best I can give you is a second 
mortgage,” the tenant agreed, and 
the second mortgage was duly executed 
and recorded. 

That year the tenant raised nearly 
$600 worth of wheat on the farm, sold 
it to a grain dealer, and, before the 
money was paid, both the bank and 
the landlord claimed the proceeds. 

“I don’t want to buy a lawsuit, 
along with the wheat,” the grain dealer 
said, “but I am willing to pay the 
money in to the bank, and let you 
fellows settle your own disputes.” 

“That'll be satisfactory, if the bank 
will agree to pay over the money to 
whoever has the better claim,” the 
landlord answered. 

The bank, agreeing, got possession 
of the money and applied it to the 
tenant’s debt to the bank. The land- 
lord garnisheed the money. 

“To permit the bank to secure the 
deposit, or induce the parties interested 
to permit the deposit to be placed in 
the bank, by reason of an agreement 
such as was made in this case, and then 
without authority of any character, 
convert the money to its own use and 
benefit, would, in our judgment, be a 
grossly unfair and unjust rule, not in 
keeping with good conscience and fair 
dealing and contrary to law,” said the 
Oklahoma Supreme Court, in ruling 
against the bank. —M. L. Hayward. 
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IRTUALLY all of our buildings are developed under our 
PRELIMINARY SERVICE CONTRACT under which we 
submit a series of sketches, analyses and cost estimates 
covering one or more types of buildings which seem best suited to 
the site to be improved; such preliminary employment entailing 
no obligation on the part of the client other than a very nominal 
fee covering our costs. 
Full particulars with a typical actual submission under one of 
the preliminary service contracts as above described gladly 
furnished upon request. 


Design, Engineering Service 
Construction Management by 


WEARY AND ALFORD COMPANY 
; Bank and Office Buildings 
1923 Calumet Avenue, Chicago 


“EASY SNAP” Collapsible Storage Files 


Made of Corrugated Fiber Board 


(PATENT PENDING) 


“It Snaps Shut” 


41 stock sizes—lowest prices. 
More than 1,000 Bankers 
use and recommend them. 
Inquiries solicited. 


STRAYER COIN BAG COMPANY, New Brighton, Pa. 


MANUFACTURERS OF COIN BAGS, WALLETS, FILE BOXES 
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Of 
importance 
to bank 
advertising 


executives 


Below is a list of the present serv- 
ices offered to bankers by the world’s 
largest advertising service house. Of 
the highest quality throughout, these 
services may be had at a decided price 
advantage. A trained organization, 
great buying power and low selling 
costs make this possible. Correspond- 
ence is invited. 


ADVERTISING SERVICES 


The Illustrated Bank Service gives a 

large monthly supply of finely illus- 
trated advertisements fee all departments. 
It meets all requirements of quality, subject 
matter, space and media. It is generally 
accepted as the best service available. 


2 The Trust Campaign. This series 
of twelve proved advertisements for 
monthly distribution through direct chan- 
nels, intensified by vigorous newspaper 
display, has proved itself to be the most 
effective method of obtaining interested 
trust prospects yet devised. It can be ar- 
ranged either for newspaper or folder use 
or for both. It has a decided price advan- 
tage over anything else on the market. 


The Illustrated Savings Service. This 
consists of sixty advertisements, two 
columns by six inches, to build the savings 
department. It is a year’s campaign and a 
real friend of the advertising appropriation. 


4 The Savings Stimulation Series. A 

series for direct distribution with a 

brand new and attention compelling 
presentation. 


5 The Christmas Advertising Service. A 
series of newspaper advertisements of 
the highest quality for use in the Christ- 
mas season. It will meet any requirements 
of space or quantity. It builds a largerclub. 


6 Christmas Money Holders. They are 
thoroughbreds throughout and are as 
far below competition in cost as above in 

_ quality. 
Fj The Most Complete Facilities in the 
world for the planning and production 
of financial advertising for any situation. 


To this, Arthur D. Welton will give his 
particular attention. 


“Financial -Advertising Headquarters” 
MEYER BOTH 


Bank Service 
CHICAGO 
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Don’t Lie to Me 


(Continued from page 14) 


back—I had forgotten this incident. 
What I told that young father, I 
fancy will still be fresh in his memory 
when he is an octogenarian. Enough 
to record here that when our interview 
was ended he understood that one of a 
father’s duties is to provide for his 
baby. 

Two weeks later he left our employ 
without notice and has never returned. 
My plain duty, if I ever see him again, 
is to have him brought into court for 
violating his parole and then we can 
have an understanding about the $10 
a week. I shall not “front” for him — 
what father would? He must take his 
medicine even if it means doing a 
turn on the rock pile to cover his 
fine. 

This story is being written in the 
very midst of the summer sport season. 
Among our employees we have annual 
tournaments of golf and tennis and 
five baseball clubs battle it out every 
summer. In winter months six basket 


ball teams havetheirtournament. The - 


bank pays the entire expense of these 
sports. Other entertainment features 
are the annual picnic and several 
dinner dances for officers and employees. 


BEFORE the establishment of our 

personnel relations, requests for 
loans in the discount department were 
frequent. Many loans were granted 
and arrangements made either for 
semi-monthly payments or for holding 
out a portion of the borrower’s salary. 
Today all such requests come to me. 
Together we go over the employee’s 
debts and requirements with the result 
that in 80 per cent of cases, we arrive 
at a budget arrangement that obviates 
the loan. 

Formerly a family ruction among 
our men and women commonly re- 
sulted in a separation. While we try 
to avoid paternalism, the personnel 
department is always ready to mediate 
between the parties estranged and it 
has been my privilege to smooth out 
the difficulties at a number of firesides. 

Two associates, both women, are my 
aides de camp in the work. One of 
them devotes much of her time to 
visiting absentees who are ill. In the 
course of these calls she often discovers 
unwholesome living conditions, which 
are reported back to me. In a very 
quiet, unostentatious way we try to 
cure or at least relieve the conditions, 
always using the greatest care not to 
embarrass or offend. 

Above all we tell nothing. My four 
walls have noears. A college acquaint- 
ance once boasted to me that he could 
speak seven languages. I told him I 
could keep still in seven hundred 
languages. That is exactly what a 
personnel director must do if he keeps 
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the confidence of and gets the truth 
from his employees. 

In our bank we carry this principle 
to the extreme. As a typical example, 
the assistant cashier who supervises all 
employees calls me to say “Clark, I 
think Johnny Bradford needs to see 
you. It is reported to me that he is 
running rather wild.” 

I have a talk with Johnny. There 
can be only one of two answers — 
either Johnny is straightened out and 
gets right or he is not material for our 
bank. My report back to the super- 
visor would be very brief, either 
“Johnny is all right now” or “Better 
let Johnny resign.” The details of 
Johnny’s case are never revealed. Nor 
are they ever even asked for. We 
take no chances of leaks. . The person- 
nel department keeps the secrets it 
receives. 

The incidents I have related are 
typical of a day’s personnel work. 
Frankly, there are scores of happenings 
which I could not relate even in an 
anonymous story —things too personal 
and too intimately associated with 
family and private life to be divulged. 
A hundred times I have been astonished, 
not so much over the things they tell, 
as over the fact that they are willing 
to tell them. 

Most of my relations with the men 
and women are entirely pleasant and 
I count it one of my greatest privileges 
to have their confidence. The longer 
my experience with them, the more I 
am convinced that folks are just folks, 
that the majority of human impulses 
are for good and that the really “bad 
egg”’ is a rarity. 


Telephone Numbers 


N ADVERTISEMENT of the First 

National Bank, Derry, N. H., calls 

attention to an advertising asset of 
that bank. 

“Our telephone number, 123,” be- 
gins the advertisement, “is easy to 
remember!”’ 

A survey of telephone directories 
from many cities reveals interesting 
things about bank telephone numbers. 
Walker Brothers Bankers, Salt Lake 
City, has 100. National Copper Bank, 
same city, has 70, and National City 
Bank, of the same city, has 120. 

Continental National Bank has 767. 
These are all numbers easy to re- 
member and easy to use. 

Even hundred and even thousand 
numbers—ranking high as easy to 
remember —are possessed at Pittsburgh, 
Pa., by McGillick Savings & Trust 
Company, 1000; Dollar Savings & 
Trust Company, 8000; Exchange 
National Bank, 2300; West End Sav- 
ings Bank and Trust Company, 1700; 
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Union Trust Company of Pittsburgh, 
3300; First National Bank of Wilkins- 
burg, 1400; Manchester Savings Bank 
and Trust Company, 2900; Pennsyl- 
vania State Savings & Loan Association, 
2600. 

Repeated digits make good numbers 
—so do double repeats. At Pittsburgh 
are Pittsburgh State Bank, 5544; 
Franklin Savings & Trust Company, 
5577. 

Numbers like that of the First 
National Bank of Derry, mentioned 
above —sequences —are excellent. 
Pennsylvania Trust Company, of 
Pittsburgh, has 234. ‘ 

United States National Bank, Port- 
land, Oregon, has a two-digit number 
repeated twice, 2424. 

Small numbers are excellent. 
Omaha National Bank, for example, 
has 0100. Besides being an even 
hundred, it is a low number. First 
National Bank, Omaha, has 0500. 
And Merchants National Bank, same 
City, has 3700. 

A progression makes the good ad- 
vertising number of Atlanta Com- 
mercial Bank, Atlanta, Georgia. The 
number is 1015. 

Cincinnati, Ohio, directories contain 
interesting examples. Numerous low 
numbers are found —Hamilton County 
National Bank, 11; First National 
Bank of Madisonville, 1; Erlanger 
Deposit Bank, 34; Citizens National 
Bank, 43; Bank of Dayton, 61; Bank 
of Alexandria, 82. Fort Thomas Bank 
has 3. 

Milford National Bank has 6, and 
Washington Bank and Savings Com- 
pany, 65. 

The quality to look for in a telephone 
number is an obvious mental associ- 
ation. 

A bank whose telephone number 
coincides with street number presents 
association possibilities. 

This writer knows of one advertiser 
whose street is 14th Street, number 
444, and telephone number 4444. A 
wonderful association situation. 

Low numbers, even fives and tens, 
repeated-digit numbers, even hundreds 
and even thousands, sequences, double 
repeats —these are the most common 
easy-to-remember bank telephone 
numbers. The fact should be borne in 
mind, however, that special individual 
association possibilities exist outside 
these, making a number easy to recall. 

Any bank which sets out to do so, 
should be able, eventually at least, 
to obtain a splendid advertising tele- 
phone number. The matter can be 
talked over with the authorities of the 
telephone company, and the general 
Situation ascertained. From time to 
time excellent advertising numbers are 
given up by subscribers who go out of 
business. There are possibilities, too, 
in exchange of numbers.—John T. 
Bartlett. 


A Continental System 
of Communication 


17,000 cities and towns 
in the United States have 
banks. Through personal 
contact with 5000 banks 
this institution obtains 
for customers first-hand 
information from 3600 
banking centers, includ- 
ing every important city 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


RESOURCES HALF A BILLION—AND MORE 
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When your Structural Strength Safe rolls 
into your ofice—Your Place of Business 
-—with it comes an invisible guardian- 
ship—an ease of mind that money cannot 
otherwise buy. Built into the steel and 
structure of this safe is 24-hours-every- 
day PROVEN dependability! 
Structural Strength Safes have passed the 
experimental stage! Twelve years on the 
test block of experience in actual fires of 
smelting heat—in burglary attempts 
where others failed—Globe-Wernicke 
Structural Strength Safes kept faith. 


Phone your dealer for a copy of “Proots 
of Performance”—or mail coupon today. 


Globe Wernicke 


The Globe-Wernicke Co., Cincinnati, O. c9 

Gentlemen: How many businesses fail through 
fire? Mail copy of “Proofs of Performance.” 
Covering above and other facts. 


Name 


City State 
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making an analysis before he ap- 
proached the bankers. . 

One of the first calls he made was 
upon the editor of the city’s leading 
newspaper. He told the editor he 
wanted to look over the files of his 
paper that contained the call state- 
ments of bank conditions for five years 
back. The editor gave him all the 
assistance possible, and by evening the 
advertising man had amassed so many 
figures one would think he had been 
figuring the interest on the Allied debt. 

At any rate, he got what he wanted, 
and that night in his room at the hotel 
he rearranged his figures for compara- 
tive purposes. He wanted to know 
what the comparative positions of the 
banks were five years ago in relation 
to total deposits of the city. He 
wanted to know what the comparative 
positions were at the time he called. 
He wanted to know which banks were 
forging ahead and which of the several 
banks were not occupying the same 
relative positions they occupied three, 
four, or five years ago. He wanted to 
know the same thing with reference to 
the total savings deposits of the city, 
and what’s more, he found out. 

Instead of going to the bankers the 
next day to tell them what he knew 
about them, he went to the local 
Chamber of Commerce and had a visit 
with its secretary. He learned all he 
could about conditions affecting local 
industry, cotton and fruit crops, the 
wholesale, jobbing, and retail situation. 
He learned, as near as it was possible 
to learn, the number of men and women 
engaged in local industry. He knew 
something of the per capita wealth of 
the city; he knew the per capita sav- 
ings balance and something about the 
building and loan situation. 

That afternoon the advertising man, 
accompanied by a local acquaintance, 
enjoyed a long automobile ride over 
the city, and visited many points of 
historic interest. 


BEFORE retiring that night, he 
looked over the figures he had com- 
piled the day before and determined to 
call first on a bank that ranked second 
in commercial deposits and fourth in 
savings. Five years prior to his visit 
this same bank ranked first in com- 
mercial deposits and first in savings. 
The next morning the bank president 
greeted the advertising man very cor- 
dially. A few moments were spent in 
pleasantries of a general character, and 
the advertising man very diplomatically 
impressed the banker with the idea 
of granting him an interview later in 
the day when there would be no inter- 
ruptions, in order that he might present 
a matter of considerable importance. 
At three o’clock that afternoon, 
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which was the hour agreed upon, the 
advertising man spread out his five 
year analysis figures on the banker’s 
desk. Incidentally, bankers are al- 
ways interested in figures, and espe- 
cially so, if their bank is in any way 
involved in them. 

Considerable time was spent in 
studying the figures of the local bank- 
ing situation covering the five-year 
period. The bank president stated 
that although his bank had been mak- 
ing a substantial growth each year, he 
was aware of the fact that it did not 
occupy the same relative position to 
total deposits that it once did. 

He said that he had never taken the 
trouble to have the same figures drawn 
up in the same way, and he admitted 
that he was none too proud of the 
showing. 


‘THE banker very frankly told the 

advertising man what had been, and 
what was being done to develop busi- 
ness. He told him he had been spend- 
ing considerable money for advertising 
but felt it was not profitable when 
considering its cost. He said he was 
anxious to build up his savings depart- 
ment and had under consideration sev- 
eral propositions for its development. 

It was brought out in the conversa- 
tion that while this banker had been 
spending money for literature to send 
to several thousand customers, no 
record of its effectiveness had ever been 
made. 

The advertising man then showed 
the banker how a great many banks 
are treating and analyzing non-profit- 
able commercial and savings accounts. 
He read the results obtained through 
this type of treatment by banks in 
various sections of the country. The 
banker was interested and indicated 
a willingness to try such a plan. He 
would even delegate one of his em- 
ployees to supervise the work. 

“Now,” said the advertising man, 
“let me show you the type of material 
I think you need in stimulating activity 
among your non-profitable savings 
customers.” 

A very creditable campaign consist- 
ing of twelve folders was placed upon 
the banker’s desk. The art work and 
typography were of the highest grade. 
The folders were pleasing to the eye, 
and the subject matter contained well 
written inspirational logic that was 
easily understood. 

The banker looked them over care- 
fully, read a half dozen of the folders, 
and, with apparent disgust, pushed 
them away from him and said, “I 
don’t want that kind of stuff. They 
don’t appeal to me. They seem so 
simple.” 

The advertising man said, 
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Blank, I was out riding yesterday 
afternoon, looking over your city. I 
passed your home. It was pointed out 
tome. You have a delightful place to 
live in. Your terraced lawn and 
beautiful flowers also attracted my 
attention. I imagine you are very 
proud of your home.” 

“T am proud of my home and am 
glad you like it, but what has that got 
to do with this advertising?” asked 
the banker. 

Disregarding the banker’s question 
entirely, the advertising man asked, 
“Mr. Blank, how many savings cus- 
tomers on your books carry savings 
accounts with balances of more than 
$300?” 

The banker thought for a moment 
and said, ‘“‘Well, I should say a very 
small percentage of our savings cus- 
tomers carry balances of more than 
$300, but what are you driving at?” 

“IT am trying to point out, Mr. 
Blank, that here you are, president 
of a large influential bank, a leader in 
civic activities, a molder of public 
opinion, a counselor to whom business 
men bring their problems, a man 
worth, I am told, a million dollars or 
more, the owner of a mansion for a 
home, criticizing material that was 
conceived to reach the men and women 
in the offices and factories and stores, 
who, through self-denial and regularity 
in saving small sums, may some day 
have $300 or more in your savings de- 
partment. You’re looking at my ma- 
terial through your own spectacles. 

“I’ve been in your town long enough 
to know something about your people. 
I’ve seen where they work and how 
they live. I think I know what their 
aspirations are and what they are 
thinking about. I’m glad my material 
doesn’t suit you. You paid it a com- 
pliment when you said it was simple. 
We have tried awfully hard to make 
it simple and understandable.” 

“T have a dinner engagement,” the 
banker said. “It’s getting late, but I 
want to tell you that you have given 
me something to think about. For 
years the advertising I have purchased 
has been purchased because it appealed 
to me. Maybe that’s why it has not 
brought the results I expected of it. 
See me in the morning at ten.” 

The advertising man and the bank 
president had a long visit the next 
morning. The young man who was to 
handle the bank’s advertising sat in 
at the conference. A large order was 
given for savings material, as well as 
an order for material conceived to 
build up non-profitable commercial 
accounts. It’s being used intelligently, 
and, I’m told, profitably. 

Bankers who scrutinize advertising 
through the spectacles of their cus- 
tomers and communities usually buy 
the kind of advertising that produces 
the best results. 


Chese Banking Houses are Among the Users 
of Fanfold Systems 


Geo. D. Harter Bank, Canton, Ohio 

Peoples State Bank, Detroit, Michigan 

Commerce Guardian Trust and Savings Bank, Toledo, Ohio 
Guaranty Trust Company, New York City 

Mellon National Bank, Pittsburgh, Penna. 

Marine Trust Company, Buffalo, N. Y. 

Union Trust Company, Cleveland, Ohio 

First National Bank, Detroit, Michigan 


“his 
@SOLEDO 


speeds up Collection 
Department Record- 
ing with FANFOLD 


Systems. 


he Commerce Guardian 

Trust and Savings Bank 

is another financial leader to 

profit by the adaptation of 

Fanfold’s simplified forms and 

practices for multiple set re- 
cording. 


Fanfold effects 30% greater 
production, a 30% reduction in 
material used, and increased 
accuracy inspired by clean, 


sharp copies. 


Wherever office routine re- 
quires repeated records in 
quantities, the use of Fanfold 
Systems will result in a 30% 
saving or more. 


A portfolio of Fanfold Forms 
and methods used by many 
leading American Bankers, 
has been assembled for the 
assistance of Banking houses. 
It will be sent without obliga- 
tion, on request. 


GILMAN FANFOLD CORPORATION, LTD. 
Originators of FANFOLD Systems 
NIAGARA FALLS, N.Y 


Oh, 


to all others 
WESTON 


LEADERS IN LEDGER PAPERS 


Byron Weston (gompany 


Mills at Dalton, Massachusetis, U.S.A. 


We utilize every |] | | 
knowri process to 
make our ledger 
papers superior 


HENRY KASTENS, 422-424 W. 27th St., New York City, N.Y. 


AUG 28 1917 3 43 PM 
KASTENS 
TIME 
STAMP 


Avoid disputes and 
errors. This is a 
timestamp built for 
long service and 
economy, smooth, 
quick and accurate 
in action. 

Catalog? Yes, an 
interesting one, too! 
Send for it now. 
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Actual test shows 


the Superiority 
of Calendar Bank 


In an actual test conducted by the 
savings department of one of the 
largest banks in the northwest (name 
furnished upon request) the Calendar 
Bank proved that it is three times as 
effective as its nearest competitor in 
bringing in deposits after the account 
is opened. 


This bank offered its prospective 
depositors their choice of either of the 
four banks referred to below—four of 
the best known savings devices on the 
market. 


Read what the manager of the sav- 
ings department said regarding the test: 


“Of 136 banks given out, 61 were Calendar 
Banks, 58 were a bank which we will call ‘A’, 
13 a bank we shall call ‘B’ and 4 a bank we 
shall call ‘C.’ 


“The Calendar Bank and bank ‘A’ being 
the greatest in demand show the most 
effective comparison. 


“From 16 Calendar Banks, 61 deposits 
were made in the test period while from 
the 58 ‘A’ banks only 25 deposits could be 
credited to the use of the bank.”’ 


“The average deposit from the Calendar 


Banks was $12.00 and that of Bank ‘A’, 
$10.00” 


“‘These figures are the result of a very care- 
ful analysis and we believe they reflect the 
difference in results which may be expected 
from the use of the various kinds of home 
banks.”’ 

This test showed $732.00 in deposits from 
the Calendar Bank and $250.00 from its 
nearest competitor. In other words, the 
Calendar Bank is worth three times as 
much as its competitor. 


Write for our new price list. We 
will be glad to send you a Calendar 
Bank foi your inspection and also to 
submit our plans for securing new 
savings accounts at no cost to you 
until a year has elapsed. 


Speer-Rosefelt Calendar Bank Co. 
Plankinton Building, Milwaukee, Wis. 


Please send Calendar Bank for our 
inspection and also details of your 
personal service. 


City 


THE BURROUGHS 


Beating a Path to the Ozark 
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sledding, but they buckled in and 
showed the farmers how much better 
it is to mix the cow, the hen and the 
hog with the peach culture and today 
that region is one of considerable 
prosperity. 

One banker there told me that he 
looked upon a peach crop now as so 
much “‘velvet”; that the reliance was 
placed upon the general products of 
the land independent of the Elbertas; 
that every farmer milked a few cows, 
had some hogs and chickens and, a few 
of them, sheep; and that the cultiva- 
tion of tomatoes, sweet corn and other 
cannery crops was gaining very rapidly. 
Fortunate land that has so soundly 
learned the lesson of diversification! 

“The Land of the Big Red Apple” 
in northwestern Arkansas has been 
through a similar experience. There 
the raising of strawberries blends 
admirably with apple culture and, 
again, the cow, hen and hog share the 
burden of providing a_ year-round 
income. Land values in these places 
are now stabilized at a figure some- 
what above the average of the whole 
Ozark country. 

This stabilization has come after an 
exploitation that seems anomalous in 
this region of neglected opportunity. 
In the boom following the war, 
inexperienced outsiders bought land in 
the peach and apple districts of the 
Ozarks precisely as non-resident specu- 
lators bought citrus land in Florida. 
They thought, or were led to believe, 
that all they had to do was to clear 
their raw land, set it to peach or apple 
trees and go back home to await the 
fortunes that would drop into their 
laps. Of course it didn’t work. The 
trees mostly died from lack of care, 
and throughout the peach district 
especially, stand large orchards of 
dead trees—monuments to folly. 


EVEN the man who has lived there 

for years and knows climate and soil 
conditions finds it no sinecure to raise 
peaches or apples in the perfection 
of form and color that the market 
demands. The San Jose scale, the 
coddling moth, scab, brown-rot, peach 
leaf curl and other pests and dis- 
eases attack the tree or the fruit 
and the battle against them must be 
waged constantly. Sprays, dustings, 
scrapings are the grower’s task, besides 
other effective methods worked out by 
the United States Department of 
Agriculture and state agricultural 
schools. In other words, man’s per- 
petual fight against the insects and 
plant diseases goes on in the developed 
parts of the Ozarks exactly as in the 
wheat, corn or cotton producing areas 
of other sections. Intelligence and 
perseverance win in either place and 
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carelessness and laziness fail in either, 

The bankers of the Ozark country 
have been in the forefront of the fight 
for better roads. Now that the fight is 
won and extension of the magnificent 
highways is but matter of time, they 
are busy with the possibilities of 
development. In the bank at Kosh- 
konong, Mo., there is the finest display 
of fruit products I ever saw under glass, 
not excepting the one at the St. Louis 
World’s Fair. Great jars of mammoth 
peaches, strawberries, grapes, plums 


and other fruits, take up the entire side - 


of a large room and the exhibit must 
have cost a pretty penny. It has been 
displayed at several places throughout 
the country, advertising the fertility of 
the district. In conversation with the 
banker about general conditions, he 
said: 

“‘Wherever we can induce a farmer 
to supplement the peach with other 
crops we do it.” 


[N THAT expression lies the secret of 

success in any country. There must 
be somebody in the town who studies 
and learns the methods that have won 
out elsewhere, and he must be a leader 
and a teacher. That banker was 
carrying considerable load, regarding 
himself responsible for the success of 
all the farming fraternity, but when he 
could teach the farmer diversification, 
he felt he had accomplished something! 
And it is not an easy task to persuade 
a farmer to revise his traditional ways 
of operating his own land. 

In southwestern Missouri and north- 
western Arkansas the strawberry is 
becoming the chief money crop. Thus 
far there is no serious depredation of 
insects and the profits are enormous. 
Notable is the district in Christian 
county, Mo., where 1,100 acres of new 
fields have just been added to the 
existing acreage. D. P. Stegner of 
that section sold $1,236 worth of 
berries from one acre last year with 
a net profit of $1,015; August Weick, 
with six acres, netted $4,018; J. J. 
Terch, on two and one-half acres, 
cleared $1,818. These results were 
obtained from land filled with white 
stones the size of an egg. Similar 
land but unplanted, can be bought in 
any quantity for $15 to $30 per acre. 
Sarcoxie, Mo., population 1,200, is 
shipping 500 carloads annually worth 
a million dollars. The Arkansas district 
boasts some 12,000 acres of strawberry 
fields. 

The bankers are stepping into this 
opportunity for big money. They 
organize growing associations, formed 
with ten members, each contributing 
$200. This’ association buys forty 
acres, plants it and cares for it until 
the first picking is sold. Much of it 
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requires financing, but the members are 
chosen with care and no losses have 
ensued. Strawberry growing takes 
but a fraction of the land in cultivation 
leaving plenty for other uses; it 
occupies the attention only a part of the 
year; and where they have the proper 
soil containing those white rocks, the 
berries ripen clean and with a high 
color. 

Tomatoes, too. There are great 
fields of them in certain places. The 
American Can Company has its repre- 
sentatives everywhere in the, tomato 
districts and the Ozark country is 
already producing about one-third of 
the entire pack marketed in the 
United States. All sorts of vegetables 
grow to a crispness unattainable where 
the sun is hotter and the rainfall less. 

The Ozarks are threaded by many 
powerful streams and already there 
are several dams and power stations 
of considerable magnitude. <A very 
large one is under construction at 
Linn Creek, Mo., near the northern 
rim of the mountains, and the plant 
at Hollister, Mo., is furnishing about 
50,000 horsepower. The water power 
is ready to be utilized and there are 
many kinds of raw materials, both 
mineral and vegetable. The region 
is centrally located on the map of the 
United States. It is quite within 
reason to predict an industrial develop- 
ment comparable to that of the Ohio 
River Valley, and a corresponding 
vitalizing of the finances. 


‘THE total amount of money in the 
mountain parts of the two states has 
probably doubled in the last two years, 
which means since the road building 
got well under way. Land prices have 
risen. Everywhere along the high- 
ways one sees new bungalows of a type 
not before in evidence, indicating in 
each case the arrival of a newcomer. 
The towns do not make a show of 
wealth at the expense of the country 
as they do in Texas and other parts of 
the real South, but new buildings be- 
speak improved conditions. The 
changes appear gradual, but only be- 
cause there is so much area affected 
and the visible evidences of change 
are not concentrated at one or two 
points. But, by and large, the aggre- 
gate change that is going on has no 
counterpart in our business history. 
To return for a moment to the amaz- 
ing versatility, there is a man at 
Sarcoxie, Mo., (the strawberry town) 
with 200 acres of the common gravelly 
land, who is selling $25,000 worth of 
peonies, iris and daffodils every year; 
within ten miles is a rich tripoli mine, 
and within twenty miles is the center 
of zinc and lead production of the whole 
country. The only diamond mine in 
North America is in Arkansas. At 
Clarksville, Ark., a fifteen-million foot 
gas well has been brought in since this 


Improved wide flap, with high 
shoulder gives greater capacity, 
and strength. 


Gummed area 1% in. wide assures 
additional security, and perma- 
nent, tamper-proof sealing. 


3 Wide over-lapping seams give 
greater strength in the body of 
the envelope. 


Gum extending clear to the cor- 
ners insures tight sealing at most 
vital points. 


5 & 6 Compare this perfected, 
Glue-Locked Bankers 
Flap with the old style envelope. 


N ENVELOPE for Bankers that 

embodies every feature of 

safety—designed to give utmost pro- 
tection to important documents. 


Bankers are quick to recognize its 
superiority and readily adopt it. 


Made in all grades of paper—includ- 
ing a light weight, but strong and 
tough Kraft, with glazed surface. 


Made in all standard sizes, including 
the convenient No. 10% (414 in. x 
9% in.) also intermediate and spe- 
cial sizes. 


The improved “GLUE-LOCKED” 
BANKERS FLAP Envelope is an 
exclusive product of the Associated 
Envelope Makers, produced by new, 
exclusively operated machinery. 


In addition to GLUE-LOCKED 
BANKERS FLAP envelopes, any’ 
one of the Associated Envelope 
Makers can furnish every style of 
envelope for every purpose. Prompt, 
efficient, economical service is at 
your command. Discuss your prob- 
lems with the nearest maker below. 


Request today “ENVELOPE 
ECONOMIES,” a booklet con- 
taining the most up-to-date infor- 
mation onallenvelope problems. 


AssociaTED ENVELOPE MAKERS 


Better Cquipped t 


Boston Envelope Company 
315 Center St.—Jamaica Plain 
Phone—Jamaica 4870 


NEW YORK CITY 
Berlin and Jones Company 
547-553 West 27th Street 


ke ‘Better Envelopes 


LIS 
500 South Fifth Street 


PRINTED LITHOGRAPHED Com: 
EMBOSSED + PLAIN pany 


Phone—Chickering 8680 


PHILADELPHIA 
Whiting-Patterson Company 
320 North 13th Street 
Phone—Locust 0545 


tion 
dares Near 25th St. 


Street 
Phone—Haymarket 7027 


CLEVELAND 
The Wolf Envelope Com 
1749-1781 East 22nd — 
Phone—Prospect 3470 
DETROIT 
The Wolf Detroit Envelope Co. 
530 Ave. 
8968 Phone—Northway 2094 


19th and Campbell Streets 
Phone—Harrison 0092 


®GLUE-LOCKED~ Reg. U. S. Pat. Off. 


ST. LOUIS 
Berkowitz Envelope Company 
Locust, 23rd and St. Charles Sts. 
Phone—Central 2525 


DES MOINES 
Berkowitz Envelope Company 
1013-15-17 Walnut Street 
Phone— Walnut 957 


Coast Envelope C 

‘om: 
610 East Second Street” 
Phone—Metropolitan 3113 
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Prestige 


the priceless asset 


ou would hesitate to 

place a definite value 
upon the prestige of your 
bank. Consciously or un- 
consciously you are con- 
stantly striving to build it 
higher. 


Do not underestimate the 
importance of your “branch 
bank in the home.” Is this 
contact that binds the 
depositor to you in keeping 
with other features of your 
service? 


We have concentrated upon 
the building of home safes 
for more than a quarter 
century. Seven thousand 
banks have circulated more 
than 10,000,000 of these 
safes. As a result of this 
. experience and volume pro- 
duction we can offer you 
at reasonable cost the finest 
recording or single compart- 
ment home safes to help you 
increase that priceless asset 
—prestige. 


35 Styles 


te AUTOMATIC 
RECORDING SAFE CO. 


159 No. State Street, Chicago 
Established 25 Years 
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article was begun. Not far from the 
gas well there is a bauxite mine said 
to produce about 90 per cent of all the 
aluminum. Throughout the region 
the hills are covered with oak and hick- 
ory timber, from which barrel staves 
and hammer handles by the million are 
made in numerous little mills. The 
agricultural products vary as widely. 
There is no area of like size where so 
many different things can be success- 
fully produced. 

The beautiful streams are alive with 
fish. A million visitors are expected 
this year, whereas five years ago few 
but the hardy out-of-doors man, with a 
passion for fishing almost inaccessible 
waters, went there. 

The bankers there have been doing 
business for fifty years in a region 
where each year was exactly like the 
preceding one; where the families 
grew up and the sons succeeded the 
fathers on the same tracts and with the 
same archaic methods; where there 
were few markets and little money, 
but where absolute stabilization existed. 
There was no risk involved in doing 
business with such a population —and 
not much business to do. 

New roads and new dollars bring 
new problems, new business, new folks, 
new risks, but the stability should 
continue for it is a land of large versa- 
tility of interests. There is no one 
line of endeavor that can monopolize 
the whole region or any considerable 
portion of it. I know of nothing so 
conducive to peace of mind of the 
banker as stability such as comes from 
scattered eggs in scattered baskets. 

What broad economic changes that 
are to ensue can be only conjec- 
tured. One thing is certain: The 
bankers of the Ozark country will 
work harder the next ten years than 
they have the last ten. 


Illinois Education 


FDUCATION of the public, particu- 

larly school children, in general 
banking subjects will continue to be a 
part of the Illinois Bankers’ Associa- 
tion, the committee on public relations 
decided at its first meeting of the new 
year on August 4. The educational 
feature will be handled through a 
speakers’ bureau. Community adver- 
tising and a schedule of leaflets on 


agricultural subjects, the latter to be | 


passed along to the bank’s customers 
by the individual banks, are two other 
projects the committee has begun 
work on. 


Battle Hymn of the Transit 


The old clerks are doing it; 
The new ones are trying, too. 
What the old ones teach the new ones 
The new ones try to do— 
Just balance that thing. 
—Items, Federal Reserve Bank, Dallas. 
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A Question of Relationship 


THE relationship existing between 

a bank and its depositors is the 
ordinary relation of debtor and creditor, 
ag the American courts have ruled, 
world without end. 

‘I’m not interested in our ‘relations’ 
—as long as the bank returns me my 
money on demand, that’s all I’m 
interested in,” the depositor observes. 

When the bank fails, however, the 
question becomes one of practical 
importance, especially to depositors 
or customers who dealt with the bank 
immediately before its failure, and the 
depositor who deposited his funds when 
the bank was insolvent, to the 
knowledge of its officers, may be 
depended upon to argue that he was 
not a mere creditor of the bank, but 
that the bank held the money in trust, 
and that he is entitled to rank as a 
preferred creditor. 

On this point the New York courts 
have ruled in favor of the depositor, 
on the ground that the deposit was 
obtained by fraud on the part of the 
bank, and there are federal rulings to 
the same effect. 

One of the latest cases to deal with 
this point is a Missouri ruling reported 
in 278 Southwestern Reporter, 786, 
where the evidence showed that the 
agent of a railway company at Lamar, 
Missouri, bought from a bank there 
two drafts on a bank in Kansas City, 
and paid cash for them. Before the 
drafts could be presented at the Kansas 
City bank the Lamar bank was in- 
solvent, the drafts, of course, were 
dishonored, and it was shown that the 
officers of the Lamar bank knew that 
the bank was insolvent at the time it 
sold the drafts. 

“You stand in the position of an 
ordinary creditor, and can only rank 
for your proportion of what the assets 
will ‘pan out,’”’ the receiver con- 
tended. 

—the insolvent bank took the 
money as a trustee for us, we’re entitled 
to a preference over a general creditor,” 
the railway company replied, and the 
Missouri Courts, in the case referred 
lo, ruled in favor of the company. 

“The railway company was not a 
depositor at the Lamar bank, and, so 
far as appears, sustained no relation 
with it, except that it purchased these 
drafts for which it in effect paid the 
cash. Where a bank sells a draft on 
another bank and receives the cash 
therefor, knowing or having reason to 
believe that it is insolvent, and that it 
has not sufficient funds in the drawee 
bank to pay the draft, it is guilty of 
fraud, and the purchaser of such draft 
may, as a general rule, rescind the 
purchase and recover the money paid 
therefor, or will have priority over 
general creditors,” was the reasoning 
of the Court. 


2938 Benton Street + - 
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EXPERIENCE 


XPERIENCE 1s One of three factors that 
make our lithography service outstand- 
ingly valuable to you and your bank. 


Another is the large volume of bank work 
we do. Millions upon millions of superbly 
lithographed letterheads, checks and forms 
for banks everywhere! Specialists, we have at- 
tained tremendous volume—therefore able to 
give you what small volume could not give. 


A third factor is our knowledge of what 
banks need. It is vital. Familiarity with the 
viewpoint of banks insures uniform satisfac- 
tion and economy, proved by continued 
patronage of customers year after year. 


For your letterheads, envelopes, drafts, cer- 

tificates of deposit, checks or other forms, we 

combine artistic designs, skillful engraving, 

expert knowledge of paper and modern press- 

work, into a real creation of commercial art. 
Write or wire at our expense so our nearest 
salesman can give you. information. 


If you are not already on our mailing list, 
permit us to send a portfolio of samples. 


ISLER-TOMPSETT LITHOGRAPHING CO. 


+ Saint Louis, Missouri 


Why waste 
time signing 
letters? 


Executives are 
too busy to waste 
valuable time. 
Thousands of let- 
ters can be turned 
out daily, satis- 
factoril signed 
with Facsimile 
Autograph 
Stamps. 

A skilled wood 
engraver makes 
an accurate, deeply cut duplication of 
your signature. This can be combined 
with the firm name or other wording 
matter if desired. A deeply molded rub- 
ber die is molded from this pattern in a rubber of a special 
composition for toughness and resiliency. This is combined 
with our patent cellular pneumatic cushion. The time 
saving convenience is further augmented by the Index, an 
exact imprint on top of the stamp, under celluloid cover. 

Our catalog No. 186-A-26 containing important ne 
and illustrations of time saving utilities covering a wide —— 
of purposes will be mailed on your request. Write for it. 


R. D. SWISHER MANUFACTURING CO. 


411 South Clinton Street Chicago, Illinois 
ESTABLISHED 1888 


| 

BURGLAR ALARM SYS 
COVER the Country. 


O-B-MSCLINTOCK COMPA 


‘MINNEAPOLIS, - - MINA. 


Real Money 


Salesmen take contracts from banks for Pic- 
torial News Service. Only $1.25 Weekly. $20 
advance commission to you on each contract. 
Dignified way to make $120 weekly full time, 
$60 part time. 


ILLUSTRATED CURRENT NEWS 
Suite 11, New Haven, Conn. 
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ADDING - BOOKKEEPING CALCULATING AND _ BILLING MACHINES 
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His 


The Numerical System 


CLEARING 


BURROUGHS ADDING MACHINE COMPANY 


HOUSE 


100% Efficient 


Hundreds of banks in all parts of the country 
have demonstrated that any bank—no matter 
how small—can save time and labor by the 
adoption of the Numerical Transit System. 


To assist in placing complete information regard- 
ing this system before banks, the Burroughs 
Company has prepared a portfolio the cover of 
which is illustrated on the opposite page. This 
portfolio describes the “Code,” “Block,” “Auxiliary 
Sheet” and “Combination” plans—four ways of 
using the Numerical System. 


We believe this interesting book contains infor- 
mation that will help you in handling your 
transit work. Ifyou would like to examine it, call 
the nearest Burroughs office or mail the coupon. 


It has not been possible to produce this port- 
folio in large quantities. Each Burroughs 
representative has been supplied with one 
copy that he will be glad to review with you. 


Burroughs Adding Machine Company 
6178 Second Blvd., Detroit, Michigan 


Please have your representative show me a 
portfolio describing the Numerical System. 


DETROIT, MICHIGAN 
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ADDING BOOKKEEPING : CALCULATING AND _ BILLING MACHINES 
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AlisteelIDesks 


LLSTEEL desks are an 
inspiration— give zest 

to the day's work and prestige 
totheirowners. And now they 
cost no more than wooden 
desks. Richly finished inolive- 
green or mahogany with 
bronze trimmings and dura- 
ble, green battleship linoleum 
top, they are the last word 
in beauty and convenience. 


Measured on the basis of cost 
per year, convenience or pres- 
tige building appearance—the entire 
Allsteel line is a sound investment. 
Write for the new GF 
Allsteel Desk Catalog 


The General Fireproofing Co. 
Youngstown, Ohio 


Canadian Plant: Toronto, Ontario 
Dealers Everywhere 


«Attach this coupon to your firm letterhead=- — 


| Tae Generar Fireproorine Co., Youncstown, Ox10 


1 _ Please send me without obligation a copy of The | 
\ GF Allsteel Desk Catalog. 


On Uniform Operating Accounts 


(Continued from page 23) 


Addilions to reserves are made 
monthly and in every case the full 
amount of reserves is used éach six 
months period. We arrive at an exact 
cash position each month and at the 
same time have all required reserves set 
aside to meet the expense when payable. 

Our statements are usually com- 
pleted by the fifth of each month for 
the preceding month and are immedi- 
ately turned over to an executive vice- 
president who, like many others, is not 
at all backward about asking questions 
concerning any increase in expenses. 
He is, likewise, equally interested in 
any increase in earnings. There is not 
a single item in our operating state- 
ments that is ambiguous in any way 
and in most cases, in a very few 
minutes, we can account forany material 
increase or decrease in either the earn- 
ings or expenses. 


N using these operating statements 
for the past six years we have been 
able to compile percentage figures as 
follows: 
1. Gross earnings to capital. 
2. Net earnings to capital. 
3. Federal income taxes paid to 
capital. 
4. Net earnings to capital, surplus 
and undivided profits. 
5. Interest paid to gross earnings. 
6. Federal income taxes paid to 
gross earnings. 
7. Personal property tax paid to 
gross earnings. 
8. Salaries paid to gross earnings. 
9. Total expense to gross earnings. 
10. Losses sustained to gross earn- 
ings. 
11. Net earnings to gross earnings. 
12. Percentage that each item of 
current operating expense is 
to the total current operating 
expense. 
13. Gross earnings to earning assets. 
14. Net earnings to earning assets. 
A table of percentages may contain 
as few, or as many, items as desired. 
During the period stated we have 
added but two items to the original 
list. There are certain fundamental 
ratios required. Beyond these it 
depends largely upon the wishes of 
the administrative officers as to what 
items shall, or shall not, be included. 
None of us believe in wasting time on 
non-essentials; and the bank man can 
waste many valuable hours compiling 
statistics that are of no practical use. 
This is not to say, however, that the 
auditor should not know the exact 
status of his bank’s operations. Sup- 
pose, for example, it is found at the end 
of the year that the expenses have 
amounted to a certain sum. The 
officers have exercised every legitimate 
economy consistent with service and 
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efficiency, but if the expense accounts 
be analyzed it will explain and point 
out the avenues of expenditure. 

Under no circumstances can the 
proper supervision of a bank be exer- 
cised unless the income and expenses 
are so classified and analyzed to point 
out and compare the essential facts 
necessary to successful operation. 

There are many banks which, year 
in and year out, have but a casual 
knowledge of their internal affairs. 
They are satisfied to show profits with- 
out knowing how the profits arose. 
They are satisfied if the work moves 
smoothly and the results are satis- 
factory, without analyzing the processes 
by which they were accomplished; but 
the bank is well managed that knows 
the exact details of its operations, those 
details consisting of essential facts. 

The income tax laws and the national 
and state laws governing the super- 
vision of banks have necessitated 
certain changes in bank accounting. 
Some changes were accepted and 
adopted because the bank could see a 
benefit would accrue therefrom. Other 
bankers were forced to adopt certain 
suggestions and have since been con- 
verted. 

Bankers, like industrial executives, 
are rapidly learning that the applica- 
tion of scientific management to all 
matters of operation is a primary 
means of securing the largest possible 
production on a minimum amount of 
outlay. Experiences through which 
banks have passed during the last 
eight or ten years, and especially the 
period between 1918 and 1925, stress 
fundamentally the necessity of cen- 
tralized operating control, supervision, 
and a proper set-up of operating 
accounts if they are to solve their 
problems successfully in this period of 
highly specialized competition. 

Next month Mr. Smelser will present 
“The Bank’s Investment Record’ de- 
scribing an efficient method of recording 
and controlling investments. The system 
is of special advantage at the time of 
annual examination and call reports. 

— The Editor 


Big-Hearted Smith 


HIS conversation was heard in a 

small North Carolina village: 

“‘Whaddoyo’ think ob Mistah Smith, 
de bankah, Mose?” 

_“Mistah Smith, de bankah? He’s a 
fine gen’l’man. Yes, sah. And a good 
man, too. I’se borrowed five bucks ob 
him mo’n a yeah ago, an’ he aint’ ask 
fo’ it. All I does is to gib him a qua’tah 
dolah every Saddy—what he calls 
intrust —an’ he tells me not to bodder 
about de principul, w’ich am de five.” 
—Fort Valley (Ga.) Citizen Bank Notes. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH., U.S.A. 4070-9-26-ADV. 
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ECONOMIC TRENDS IN THE 
ELECTRICAL INDUSTRY \ 
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When you consider 
machine posting — 


INVESTIGATE 


See equipment in use — 
analyze and select with care 


Ask the experienced user of Mechanical 
Accounting, and he will tell you that 
much of the success of your installation 
—the results you obtain—are dependent 
upon the loose leaf equipment you use 
with your machine. 


If you are now using, or expect to use 
bookkeeping machines, see Kalamazoo 
in use. See the results users are obtain- 


ing. Then decide whether or not 
Kalamazoo merits the title, “The Per- 
fected” equipment. 


Send for descriptive literature. 
Kalamazoo Loose Leaf Binder Co. 


Factories at Kalamazoo, Mich., and Los Angeles, Calif. 
Sales Offices in Principal Cities. 


KALAMAZOO] 


LEADERS IN THE 

DEVELOPMENT 

OF LOOSE LEAF 
EQUIPMENT 

FOR THE NEEDS 

OF SUCCESSFUL 

BUSINESS 
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